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store there must be a reason for 

it. Usually the reason may be 
found under one of these heads, any 
one of which, being “wrong,” pre- 
vents the success of the business: 

Store—Location, attractiveness of in- 
terior. 

Merchandise—Right classes of mer- 
chandise for right location, sizes and 
styles. 

Salesforce or Service—Right type of 

people for the grades carried, proper 
training. 

Publicity—Window and interior dis- 
plays, newspaper, direct mail. 


|: business does not come to a 














[Finding Blind Spots in Stocks 


Two Merchants Find “Extra Sales” by Seeing 


New Customer Wants 


where they are missing sales that 
should not be missed. One Salt Lake 
City man, H. R. Cummings, had his 
men’s stock down to two general 
classifications, Standard staples and 
Extremes. He felt that he was cov- 
ering the men’s field thoroughly, by 
appealing to the man who wanted 
the same last year after year and 
to the young trade that “eats up the 
wild stuff.” 

About a year ago Cummings woke 
up to the fact that he was overlook- 
ing a third type, the man from 35 to 
50 years of age, who wants neither 





“cake-eater” nor old man’s stuff. 
Filling in this gap with in-stock 
shoes, helped to bring the men’s 

business up to where it. should be. 
A similar story is told by W. W. 
Parrish, buyer for the Nebraska 
Clothing Co. of Omaha. He found 
that there was a sleeping demand, 
not yet realized for the sale of 
women’s dress shoes of the type that 
may be safely reordered. Not the 
old fogie kind, but high-grade pat- 
terns that give comfort and service. 
The department was already carry- 
ing such a line in a half hearted way, 
with the salesforce quite pas- 





An accurate, truthful, dis- 
interested analysis of any 
store’s business is hard to get, 
for the average merchant sees 
things through eyes that are 
accustomed to seeing certain 
things as they now exist. 
What looks dull, dingy or 
even untidy to others, looks 
all right to him, for he has 
seen his store that way for 
years. 

The size of the stock is in- 
variably based on the capac- 
ity of the shelving, not the 
capacity of the merchant to 
pay for the stock or the 
amount of pairs delivered to 
customers over a given period. 
Thousands of shoes on the 
shelves are a liability because 
they are not the right sizes 
or kinds. 




















sive in regard to it. 











This stock of fifty pairs, 


total sales of a hundred pairs. 
Because of his belief that this 
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Some merchants have the 
faculty for finding the blind 
spots in their stock, of sensing 
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E hear a lot these days 
W sexs cooperative schemes, 
profit-sharing, and all that. I 
heard a man insisting that the boss 
ought to share profits with him. 


When he was asked if he thought he 
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By Richard L. Prather 


Food for thought, not only for sales- 
men but for the Big Boss as well is 
found in this article, taken from a talk 
delivered by R. L. Prather, Pacific 
Coast Editor of the Boot AND SHOE 
RECORDER, to the organization of the 
Wetherby-Kayser Company.—Editor. 






Mapping the Road to Success 
in the Shoe World 


A Few Hints to Retail Salesmen 





when I was a young, enthusiastic 
kid I offered a suggestion to my boss 
in an Eastern city. I had thought 
about it a long time. It looked to 
me like a good hunch. But, when 
I sprung it on him I was made to 
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should share the losses with 
the boss he said, rather indig- 
nantly: “No, that’s his look- 
out, not mine.” 

Understanding! Regard for 
the rights of others! That is 
what we need most in life to- 
day. Just a little more con- 
sideration for the other 
fellow. Just a little more 
understanding. I venture to 
say that in this organization 
there is more real Under- 
standing and Mutual Appre- 
ciation than some of the book 
writers and theorists ever 
dreamed of. You all work 
hard—the salesmen and sales- 
women on the floor, the stock 
boys, the accounting depart- 
ment, the elevator conductors, 
everyone in this organization 
from top to bottom. Your 
work is pleasant and you go 
home at night feeling that the 
day has been a good day. That 
is because meetings like this 
bring you closer together and 
give you all a better view of 
what is under the other fel- 
lows vest. 

The head of a great organi- 
zation like this needs under- 
standing cooperation more 
than anything else. He and 
his lieutenants, captains, 





Pratherisms 


Advancement is only a matter of climbing 
over your own self-made difficulties. 

If I had my younger days to live over again 
I think I would have a different viewpoint. 
I would never put in much time worrying 
about what I thought of the Boss. But I 
would get in a lot of overtime worrying about 
what he thought of me. 

One thing the employee of a big company 
should never forget is that while he works 
during work hours, the Boss never quits. 
While you are enjoying the theater, the home 
life, the sea shore or other idle and enjoyable 
moment, the Boss is still in the store. While 
not there actually in the flesh, his mind is 
there. It is his job to plan and execute. It is 
his job to keep the store running. That pay 
roll must be met, those bills must be paid. 
The welfare of a lot of people are dependent 
upon his being on the job every waking 
moment. 

The employee who helps his employer to 
THINK is the one who gets on in the world 
and eventually gets his name on the director- 
ate. The man or woman who lightens the 
load of the worried Boss is the most valuable 
employee. 





feel that I had broken most of 
the commandments. He 
snarled at me: “Attend to 
your own affairs, young man, 
we have never learned much 
from you smart Westerners.” 
And he never has. The poor 
man has never been west of 
the Mississippi River. And 
he was reported in a failing 
condition recently. My sug- 
gestion would not have made 
him rich but it might have 
been worth considering at 
least. 

I like to see a man or wo- 
man keep an open mind. I 
have seen so many instances 
of “mental ossification” that 
it pains me to think of them. 
I recall a certain shoe manu- 
facturer who told me once that 
he never would change his 
styles, lasts, patterns, or 
methods. He wrecked a fine 
old business. I knew a travel- 
ing salesman who clung to the 
old method of stuffing orders 
until he could not get a job 
anywhere. I know a great re- 
tail salesman who started a 
business of his own and failed 
in a year because he could 
not adopt the new ways. 

“The closed fist receiveth 


majors, and found the one salesman he em- nothing.” And by that same token 


colonels, generals and staff officers 
appreciate that understanding, that 
consideration. 
: I have heard a youngster in the 
a employ of this company speak of this 
5 store as “Our Store.” Speaking of 
the company he said “We.” I like 
that. It shows an interest beyond 
the pay envelope. It indicates a loyal, 
interested, enthusiastic young man 
who will rise in the company. 

Once I heard of a boss who came 
down to the store in the morning 











ployed out on the side walk looking 
up at the sky. The salesman greeted 
his thus: “Good morning Mr. Isaacs! 
It looks as if we might have a rain.” 
The boss replied: “We? We are going 
to have a rain? When did you get 
into the firm? Go in and sweep the 
floor. If there is a rain J will have 
.& 

Now, that kind of a boss would 
never think of an organization like 
this I am talking to now. 

I remember once, a long time ago, 


the“closed mind gets little. 

I know a big organization that 
keeps a box in a prominent place 
near the employees’ entrance. That 
box has a sign on it—“Drop your. 
suggestions in the slot.” I over- 
heard one workman ask another one 
day: “Bill, did you ever drop any- 
thing in there?” Bill replied: “Not 
on your life. They don’t pay me 


to do their bloddy thinkin’ for ’em.” 
The man who ties himself down to 
as small a scope as that will remain 
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where he is all the days of his life— 
just a wage earner. 

When I was in business for my- 
self, one of the most difficult things 
I encountered was to get people into 
my organization who would bring 
me an idea. I think every adver- 
tising man has had that same trial— 
to get someone to help him with a 
problem. I used to offer rewards 
for new, original ideas. I got very 
few. Most of them came from peo- 
ple on the outside. 

When I was young and getting 
a toe hold on life I used to 
envy the fellows ahead of me. 
I wondered how such inferior 
beings ever climbed up. Now | 
I know that they were up & 
there because they had some- 
thing I did not have. The 
head of a business does not 
make a practice of promoting 
morons or half wits. Envy 
and jealousy do not help a 
man. When I began to study 
myself and find out what was 
wrong with me, I started to 
climb. 

Compensation, wage, sal- 
ary, or whatever you want to 
call it, takes care of itself. 
No sane employer will 
squeeze or grind his help. He 
cannot risk it. There are too 
many people looking for com- 
petent help. Minor league 
ball players never need to 
worry about their lot if they 
have something. Every grand- 
stand, every baseball bleach- 
er, has a keen eyed scout in 
it looking for talent. The 
best pitcher, the best batter, 
the best all around player 
comes up from the minor 
league because someone saw 
him perform and got him 
drafted into fast company. 

Charley Schwab said: “You will 
go farther if you take others with 
you.” Carnegie taught him that. 
Old Andy said that he was never a 
particularly bright fellow himself. 
“I am successful because I surround 
myself with men who know more 
about steel than I do.” 

Not long ago I happened to be in 
a shoe store and was sitting near 
the back door waiting for the boss 
to come in. A group of clerks were 
holding a meeting in the washroom 
a few feet away. . It was quiet and 
their voices carried further than 
they thought. There was a lull in 
business, for trade was off that day. 
This Knocker’s Club took advantage 
of the situation to hold their morn- 
ing hate. One very loud-voiced 
fellow was giving the boss a pan- 
ning. Others joined in from time 








dom for a horse!” 
you think?—not only horses, but hobbies. 
never at a loss for words descriptive of sunny 
Southern California, for he resides at Glendale, just 
outside of Los Angeles. He writes with vim and 
vigor as Pacific Coast Editor of the Boot AND SHOE 
RECORDER, a speech, 
just feast your eyes on what is herewith printed, 
for he gave the. Wetherby-Kayser organization an 





to time. They seemed to agree that 
the boss was a nit wit. He knew 
nothing whatsoever about buying 
shoes or running a business. He 
should be out on a farm. Finally 
a new voice spoke up. This is what 
it said: “Well, the boss owns this 
store, don’t he? He hires you guys 
to work here, don’t he? How many 
shoe stores do you guys own?” 
The most valuable man or woman 
in a shoe store is the one who 
thinks. THINKS with his or her 
head, not with feet and hands. 





Richard L. Prather 
A former Richard said, “A horse, a horse; my king- 


and when it comes to making 


inspirational earful 


Selling shoes may become a purely 
mechanical process. Measure the 
foot, look in the old shoe, go and 
take down a shoe and put it on the 
foot, if it does not fit, get another, 
and repeat until sold. 

The thinking salesperson says to 
himself, “Will this shoe bring this 
person back? Will it make a cus- 
tomer or an enemy?” 

Do you know that every person 
who enters a store is a potential en- 
emy? It depends upon how he or 
she is handled, from the front door 
back to the fitting chair. 


that counts. The person who holds 
a silent grudge against the 
the most dangerous enemy on earth. 
I know of a store in Cincinnati that 
advertised for grievances. 


Our Richard rides well, don’t 
He is 
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were invited to come in and tell the 
boss all about their grudges. One 
day a man came in who said he had 
been mistreated in that store twenty 
years previously and that he had 
never been in the store since, and 
that he had kept all his people out 
of the store. That meant a big loss 
because the man had a large family 
and a big tribe of relatives. Some 
careless salesman had been -re- 
sponsible for that unhappy condi- 
tion. The grievance was adjusted 
and in one month that man and his 
family bought over one hun- 
swe dred dollars worth of goods. 
| I heard a good story not 
long ago. A little old lady, 
plainly dressed and seemingly 
timid and abashed, came in 
a shoe store. The salespeo- 
ple near the door suddenly 
found something to do in the 
back of the store. It looked 
like a sale of old ladies’ com- 
fort shoes to them. But one 
girl, a new hand, stepped 
right up to the old lady, 
smiled and offered her ser- 
vices. Imagine the chagrin 
of the other salespeople when 
they heard the old lady ask if 
they had a pair of “so and 
so,” plain black kid shoes at 
about $18, the kind she had 
always worn. “You may have 
to get them special for me,” 
she said. “I am difficult to 
fit.” Well, she left a check for 
more than six hundred dollars 
when she went out. The new 
girl sold her everything in 
the store excepting the fix- 
tures. And, most -astonish- 
ing, an order for 136 pairs of 
Christmas gift hosiery. A 
millionairess in disguise! 

You never can tell from ap- 
pearances! It’s better to pre- 
sume they are all millionairesses! I 
neved felt insulted by a salesperson 
offering me the highest-priced shoes 
and the best service! 

I don’t like the “Go Gitter”—+so 
called. Usually the high pressure 
salesman is apt to be hypnotic, and, 
while in the act of selling, too apt 
to oversell. Thinking people do not 
like to have anyone push things onto 
them. 

A “Big Book” may be filled with 
dynamite—returns, refunds, kicks, 
and come-backs that mean loss. 
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The Perils of a Shoe Sofa 


She Walked and Shopped All Day but When She 
Hit the Sofa—She Bought and Bought 


By Earl C. Logan 


HERE are over 
114,000,000 people 
in this country 
that have to have shoes. 
Some of them need only 
a limited number of 
pairs per year and so 
buy only one pair at a 
time. As a rule, this 
class of people are more 
interested in getting a 
good pair of shoes for 
the money expended 
than they are in what is 
often termed “super 
service.” They are will- 
ing, if need be, even to 
fit themselves or buy 
shoes from racks if they 
can save money by so 
doing. They are not so 
much interested in luxu- 
rious furnishings of the 
store as they are in the 
savings that accrue to 
them. 

In every large com- 
munity and in some 
smaller ones, there are 
stores that are making 
a very satisfactory 
profit in catering to this 
sort of a clientele and 
serving them as_ they 
wish to be served. The 
point is, these stores are 
rendering the kind of 
service their customers 
are pleased to receive from them. 

There has been a lot of failures 
among this class of stores, but an 
analysis shows that usually where 
the failures occurred the element of 
service was lacking. 

Not so long ago I visited a store 
in a small town. That store now 
occupies four times as much space 
as it did when it was started a few 
years ago. There is not a soft- 
cushioned seat in the store; nothing 
that suggests luxury or extrava- 
gance, and yet that store has forged 
its way to the forefront and no 
doubt does the largest volume of 
business of any of the dozen stores 
in town. It has always stuck to a 
medium grade of merchandise, sold 


power.” 


All day long, she shopped and shopped— 
Sometimes she bought and sometimes not— 
Then ease at last—in shoe store sitting. 
With one shoe off, cash followed fitting. 


A study of feminine habits resulted in a complete change of 
interior design of a shoe department to the profit of the mer- and 
chant and the pleasure of Ris customers. 
woman in shopping around the store was forced to stand up in 
at the counter or in the center of the floor if coats or dresses 
were being purchased. He figured it out that if he made his 
department an extremely comfortable place for a customer to 
throw herself into a sofa he had unconsciously got her “in his 
After a few moments of great comfort the patient 
shoe salesman carelessly left a pair or two of very unusual 
shoes at the other end of the sofa, and then busied himself else- 
where. Natural curiosity led the woman to look at the shoes, 
and when the salesman came, at last, to render service she 
was completely “within his power.” She bought and bought, 
perhaps more pairs than she intended, but skillful salesmanship 
plus a sofa made the sales slip a large one. She never knew 


the perils of that sofa 


—————————————————————————————— 


for cash and redeemed its promises. 
Costly upholstered divans arid sofas 
would be entirely out of place in 
that store. The average customer 
would be afraid to sit on them. They 
are not used to them at home. 
There is another class of stores 
fitted with soft-cushioned opera 
chairs, polished mahogany or oak 
shelving, high class rugs or floor 
carpeted all over, and appealing to 
a higher class of customers that is 
rendering just as great a service and 
reaping a satisfactory reward. 
Here is the average American 
shoe store or shoe department. 
Enough of ease and comfort to be in 
keeping with what the average cus- 
tomer is accustomed to at home. So 


He noted how every 


far as surroundings are 
concerned, he feels at 
home and at ease, and 
that mental attitude of 
contentment is a big 
factor bringing about 
the sale. 

This type of store 
may confine itself ex- 
clusively to so-called 
corrective footwear, or 
it may feature one or 
more lines of corrective 
footwear along with 
what is usually termed 
styleful footwear, or it 
may play the style 
game exclusively. In 
either event its success 
depends upon its ability 
to foretell the wants and 
needs of its customers 
prospective cus- 
tomers, and its alertness 
supplying those 
wants and needs. 

“Wants and needs” as 
used here cover a wide 
range. In this range 
may come charge ac- 
counts, delivery service, 
extra attention in fit- 
ting, and many other 
services. If so, all 
these things must be 
taken into account when 
the price is figured on 
the shoes. 

I know of two chains of stores 
under the same management. One 
chain sells shoes at around $6. The 
other has a price range from $8 up. 
The window fixtures, shelving, chairs 
and other furnishings are about the 
same-~in both chains. 

In the lower-priced chain, all sales 
are for cash, no charge accounts, no 
approvals, no deliveries. The aver- 
age sale consumes less than fifteen 
minutes. All of this means low 
overhead and elimination of red 
tape. 

In the higher-priced chain, credit 
sales are more frequent than cash 
transactions, a splendid delivery sys- 
tem is maintained and many other 
“services” are in vogue that are un- 
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thought of in the lower- 
priced chain. 

Sometimes’ exactly 
the same shoes are sold 
in both chains, but in 
the higher-grade chain 
the price is frequently 
two dollars higher. The 
contention of the man: 
agement is that in 
either store the cus- 
tomer gets her money’s 
worth. 

The additional price 
paid in the higher- 
grade chain represents 
the additional service 
at her command. Each 
of these chains of 
stores are serving their 
respective clientele in 
a pleasing manner and 
both are prosperous. 
Here again expensive, 
luxurious divans and 
sofas would be out of 
place. They would not 
be in keeping with the 
home environment of 
the average customer 
who patronizes these 
stores. 

In every city of any 
considerable size, how- 
ever, there is a class of 
people, women espe- 
cially, who are not in so much of a 
hurry when shopping. There are 
maids at home to do the housework, 
a governess to look after the chil- 
dren or the poodle; a chauffeur is 
waiting outside with a big luxurious 
car, so time does not mean so much. 

A store serving this sort of a 
clientele must necessarily have every- 
thing to correspond as nearly as pos- 
sible with the home surroundings of 
its customers. Here is where the big 


century with no more r 
America in every city today—and the arts of shue beauty are 








Ladies of high degree were fitted to footwear in the seventeenth 


oyal attention than is given 


made available to everybody 


roomy, soft-cushion divans and sofas 
belong. Opera chairs, no matter how 
expensively they were upholstered, 
would also sadly mar the picture. 
Very small, low stools, or even cush- 
ions fit in much better and also 
answer the purpose better. 

Even the most expensive shelving 
with row upon row of cartons would 
be a sad mistake in this type of 
store. No woman of culture or taste 
would have such shelving in her 


Mapping the Road to 


never forget my first time in a 
Wetherby-Kayser store. I was met 
at the door by a young man who 
seemed genuinely glad to see mer 
He smiled a real smile—not from 
the teeth out—but a welcoming 
smile that did me good. And when 
I told him that I did not want to 
buy any shoes the smile stayed on. 
I have seen the front door smile 
wash out very quickly when I have 
told a man that. I was ushered into 
the elevator and up to the 

where I was received by Mr. Bush 
and Mr. Kayser and others of the 
heads as cordially as if I had been 


[CONTINUED FROM PAGE 45] 


a thousand-legged worm with an or- 
der for four pairs for each foot. 

Personality! It’s the finest thing 
in the business world. 

The face at the front door is the 
face of the Wetherby-Kayser Com- 
pany, and the salesperson who sells 
the shoes is the Wetherby-Kayser 
Company to everyone who comes 
into one of your stores for the first 
time. The voice over the telephone 
is the voice of this company. 


Uncle Dudley of the RECORDER ~ 


offers a prize for the best name for 
shoe He is tired of 
hearing them called, “Clerks” “Shoe 





Miss or Mrs. 
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drawing room, nor does 
she wish to see it in the 
store where she buys 
her shoes when she has 
reached the state of 
affluence and is in the 
mental condition where 
her wants and needs 
are far, far above the 
common run of mortals. 

This class of cus- 
tomer is just as much 
entitled to have its 
wants and needs sup- 
plied as any other class. 
They want exclusive 
styles, exclusive pat- 
terns and _ exclusive 
service, and so long as 
they are willing to pay 
for it they should have 
it. 

Stores of this type 
are becoming more 
common both in large 
cities and in smaller 
communities. The 
danger lies in not mak- 
ing a thorough survey 
of a possible clientele 
before such a store is 
started, because it 
takes more time of the 
salesman, and other 
overhead expenses are 
proportionately higher 
than in the ordinary type of shoe 
store. 

No matter how rapidly the draw- 
ing room type of store increases, 
there will always be a place for the 
store fitted with opera chairs or 
similar plan of seating, since there 
will always be a large percentage of 
people who insist on being served 
quickly and people whose home sur- 
roundings are on a parity with 
stores so furnished. 


Success 


Dogs” and the like. Can any of you 
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Putting More of Yourself Into 
Your Advertising 





HEN a merchant signs his 
W = to some specific state- 

ment in his advertising it 
shows there is some weight to that 
statement. It also shows there is 
a tendency on the part of store 
owners to get closer to their public. 
A man thinks twice before he puts 
his signature to anything, the old 
address in advertising is more or 
less of a perfunctory affair in 
which the advertiser himself takes 
little interest. Therefore each ad- 
vertisement is treated in an imper- 
sonal way both by the advertiser and 
the sales force. That is, perhaps, 
why it is so often impossible to get 
any enthusiasm out of a salesman 
on a style which the very same day 
has been shown as the most im- 
‘portant number in the store. 


The Gude Advertisement 


In Gude’s advertisement right up 
near the top of the ad is a state- 
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Thirty Doorways to the Maker’s House! 


Ghe Nisley Plan of 
direct distribution makes 


Nisley’s Sil Stockings, Autumn Colors $1.50 
“AS BIG A VALUE AS THE SHOES 


The signed statement and 

the editorial bring the pro- 

prietor of an establishment 

closer to those he is try- 
ing to sell. 


ment signed “by A. L. Gude.” YOU in advertising, meaning the 
It reads as follows: “We have man who spends the money for it. 
never offered more exquisite styl- Nisley’s Editorial 


ings, more beautiful footwear in 
the history of our stores. You Here is a big organization which 
will agree with us, I am sure.” appreciates the importance of get- 
Behind this statement there is a ting right out and talking to the 
quality of conviction which is people whom they wish to buy. In 
brought out by the presence of the the line— 
owner’s name. Gude’s at the top “Nisley answers with alligator 
of the advertisement means noth- calf” in speaking of a reptilian edict 
ing, comparatively speaking be-° issued by Fashion, Nisley gives the 
cause it hasn’t the real backing of name a personality. 
the proprietor. When Mr. Gude Following is a little editorial 
said this in his ad, more than likely picked from their advertisement 
his sales force were advised of the which is shown on this page— 
fact that they must get to work to “In the best shopping districts of 
prove it, and thus something con- America’s principal cities you will 
crete in advertising is put before find Nisley’s stores . . . oper- 
them. If this was not the case, the ated by gentlemen trained in the 
fact isn’t altered that it should have art of serving women courteously 
been. More team work between hu- and efficiently.” 
man and printed selling is the There one has some more of the 


scheme for today. A little more human element. 
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Profitable Holiday Accessories 
for the Shoe Store 


tice for shoe stores, particularly 

at holiday time, to carry mer- 
chandise other than footwear and its 
normal accessories, that we present 
on this page a few suggestions which 
may well be taken into account if 
any deviation from the regular rou- 
tine is under consideration. The 
styles shown are authentic . and 
presented through the courtesy of 
our sister paper, the Drygoods 
Economist. 


qT is becoming such common prac- 














The football season is here again, 
with the Fall 1926 Girl as inter- 
ested in the costume she is going 
to wear as in the game itself. 


is very much different from one 
she would have worn last season. 
It’s a one-piece, the original by 
Molyneuz, boasting neg dre tuck- 
ings and usi tons for 





with its punched in crown 

brim uses a little 
marcasite dog for trimning. She 
has also reflected the vigue for 
blue in her shoes of lizard-grained 


The question to be decided before 
embarking on any such venture is, 
first, whether there exists in your 
community a sufficient appreciation 
of the style relationship of shoes and 
bags, or shoes and hats, or shoes and 
belts, etc., to justify you in trying 
to fill the needs of your trade. The 
second point to be considered is 





The smart woman wears 
her insignia on almost ev- 
ery garment and accessory 
in her wardrobe. It may be 
a pendant fob or rhine- 
stones in which her initials 
are blocked, and which she 
wears on her tailored frock 
or suit; it may be a mono- 
gram pin on her hat, or 
brooch on her afternoon 
dress, or her given name 
embroidered on her step- 
ins, the latter a special fea- 
ture at Best & Co. And 
now she’s wearing rhine- 
stone buckles in which her 
initials are blocked, on her 
afternoon and evening slip- 
pers. These are featured at 
L & Taylor 


whether, in so doing, you can hope 
to compete successfully with other 
merchants who may be handling the 
same accessories as part of their 
regular stock. 

In many parts of the country, 
matching bags with shoes has be- 
come quite common, which fact 





Silver Kid Hat 
By Eliane 
Silver Kid and 
Kigard Shee 





A very new employment of silver 
kid is seen in daytime shoes in 
which it is combined with some 
other leather such as lizard. J. & 
J. Slater are showing several 
models in which silver kid is com- 
bined with another leather for 
daytime shoes. They are very 
smart and certainly different. 
It is not uncommon to see silver 
kid combined with black felt or 
used for trimming on black felt 
hats, and it is even used in its 
entirety in the hat by Elaine, 
shown in the illustration. Silver 
kid is often seen as a trimming 
on knitted sports clothes, for 
bindings and arranged to form 
decorative motifs 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great Negro of the retail 
shoe merchants. he chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon w. hich depends the progress of the 
entire allied industries relating to shoes 
out leather, their production and distri- 

tion. 








Desire for Better Shoes 


NE of the RECORDER staff was in a small city 
recently and heard a number of shoe men, 
complaining of the “bitter competition” of the big 
city, ten miles away. “Our customers are going 
into the city to buy shoes. They are baited by 
sales and extravagant offers from those big city 
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stores. 
. terurban cars daily, going to the city to buy. It is 
ruining us.” 

The RECORDER man put in several hours visiting 
the shoe stores of this little town. He talked to 
all the shoe men and carefully inspected their win- 
dow displays, their show cases, their general en- 
semble. Some close questioning brought out the 
fact that every shoe store in that town had gone 
wild over shoes at $5.85. A recent addition to the 
shoe stores had come out with the announcement 
that its policy would be to retail shoes for women 
at those prices—nothing higher, nothing lower, 
ene price to all—$5.85. 

Beyond question of a doubt there was a place 
for a $5.85 store in that town. But, there was 
no room for ten of them. Instead of permitting 
the newcomer to follow his own policy, every shoe 
store immediately started in to sell shoes at $5.85. 
Instead of competing with those big city stores 
they started competing with each other. They 
filled their windows with that class of merchan- 
dise. They advertised it. They simply stampeded 
to the new price. 

What they hoped to accomplish even they them- 
selves did not know. Perhaps they had a notion 
of “running the new fellow out.” 

What they did accomplish was to lower their 
standards and sell the people the idea that they 
had all become cheap stores. No wonder people 
went to the big city to buy. They decided that 
they could not get the higher-priced shoes at home. 
It was not “bargains,” or “sales” or “lies” that 
took them to the city. It was a desire to buy 
better shoes than they could get at home. 

Their real competition was right at home, not 
in the city, but those merchants did not seem to 
recognize the fact. 


Fair Enough! 


PREACHER remarked the other day that 

every world’s fair that had remained closed 
on the Sabbath Day had been a success. Just 
which one, parson, if you please? We cannot name 
a single one that has ever paid its stockholders a 
dividend. On the other hand we know of one that 
assessed its stockholders to pay its deficit. And, 
that one ran all summer and was closed as tight 
as a brick every Sunday. 

It is not the closing of a fair on Sunday that 
makes it a success, brother. Nor is it the opening 
on a Sunday that makes it win. It’s advertising 
that does the job. 

The Sesqui-Centennial now confesses failure. It 
is not the fault of the management, says the big 
boy who does the talking for the poor old Sesqui. 
It was because people did not come to the thing. 
And why didn’t they come, Mr. Spokesman? 


We see hundreds of people get on the in-— 
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first lot of people to come? 


People are fed up on Expositions just as.they manently, or will it lead you into the quicksands 
are fed up on sales. Also, they want to know of sales and price cutting. 
something about these fairs. You cannot sell a Just a little more thinking, gentlemen. 
world’s fair to Americans without using some 
printer’s ink. Some day that thought will break 
through the concrete of these great minds that High-low Price and the Game 


promote expositions. 


Sales Beget Sales or places where shoes are to be found. Thirty 


«‘ ¥ T has reached a point where we cannot inter- The average retail price in the thirty stores under 
est people in shoes unless we throw a big $7. All hands complaining of rotten business. 


sale at them.” 


So spake a merchant recently. Those very words is good. Business increasing. Everyone happy. 


betrayed a condition that is 
manifest all over the coun- 
try. And, why? Why is 
it necessary to “throw a 
sale at them?” 

Is it not because they 
have been led to expect 
sales? Have they not been 
educated by sales to think 
of sales? 

Sales beget sales. Cut- 
ting prices weakens the 
morale of the merchant and 
causes a wrong attitude on 
the part of the public 
toward all merchandise. 
People have been fooled by 
“Sale Stuff” until they have 
lost confidence in legitimate 
goods. Anyone who feels 
that the great publie is 
gullible is wrong in his 
conclusion. People are 
reading more, learning 
more, knowing more, every 
day. As Lincoln said— 
“You cannot fool all the 
people all the time.” Soon- 
er or later they will find 
you out. Then, look out! 


The answer is again—advertising. People did 
not know anything about it. On the Pacific Coast lines; do you have to offer those lines at reduced 
the Sesqui was an unknown quantity. In the prices in order to arouse interest? 
Middle West there was but small knowledge of it. You merchants who carry certain staple lines 
From right around the Sesqui, in the city where on which you have established a permanent trade, 
it was held, it drew a good attendance. But the do you find it necessary to cut prices on those shoes? 
great bulk of the population of the United States We think not. It is the “sale stuif” that calls 
remained in ignorance of its existence. for cut prices and disorganization of business. 
Another great exposition suffered from the Quit thinking in terms of prices and volume long 
same cause. The big boss of the show said that enough to get a sure line up on the situation. 
advertising was not necessary. 
and se our fair,” he said wisely, “and then they ment that you can “clean up on it” or encourage- 
will go home and tell their neighbors and they will ment to offer it at a low price in order to “stir up 
come.” Wonderful reasoning! But how to get the interest,” stop and think a little of the future—of 
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You merchants who carry named, or advertised 

























“People will come When a salesman offers you a shoe with the state- 


the reaction of the public mind. Will it build per- 


CITY of 60,000 people. Thirty-one shoe stocks, 


of them idle, chairs vacant, salespeople loafing. 


But, in that other store, the thirty-first, business 


Average retail price is 
above NINE dollars. Write 


























your own moral to this 
tale. 
+ * * 

Do you think it possible 
that credit installment 
: business may be carried on 

Z extensively without the 
pacha 4 _| financial backing of the 
banks? To a man who 
knows but little of the 
workings of the banker’s 
mind it is a bit difficult to 
understand. It looks like | 
| borrowing money from de- | 





positors to lend to someone 
else to buy goods to sell to 
someone else on time pay- 
ments. Suppose that all 
those people who buy on 
installments should sud- 
denly repudiate theirdebts? 
Who would be hurt? Un-_ | 
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What We Learned from 2000 








Advertisements 


ERE you ever at a loss 
what to say in an adver- 
tisement with the time for 


going to press galloping toward 
you like the fiery steed of an old 
Greek myth? If you have, then 
what other merchants 


The finding is really a surprise 
to many, for the $10 shoes and 
those costing more are getting 
three times the publicity that the 
$5 shoes are. Some, perhaps, will 
say that there ought to be money 


it seems confined to the higher 
price range. Only a few such shoes 
are seen at less than $10. Then 
there are some moire shoes which 
many are showing. Oxford ties 
and colonials seem to be running 

equally with straps in 





say in their advertising 
ought to provide in- 
spiration enough to pre- 
vent such nervous 
strain. 


C. H. Fontius of Los 
Angeles, Cal., says— 

“A Step Ahead... 
there are times when 
stylish shoes are most 
essential . . no time 
when comfort is not de- 
sirable... and the 
combination of both is 
a step ahead.” 


Petty’s Bootery of 
Pittsburgh, Pa., says— 

“See for yourself how 
our X-ray machine 
shows what is a correct 
fit for your foot.” 

Dan Hooker of 
Greensboro, N. C., 
says— 

“Feminine Footwear.” 


Meyer Siegel of Fres- 
no, Cal., says— 

“The Oxford! Exclu- 
sively fashioned, conclu- 





the advertising, at least. 








Sommer & Kaufmann 
of Oakland, Cal., whose 
ad is shown here have 
put about every quality 
of distinction possible 
to get in any ad into 
theirs. The illustration 
is admirably done, and 
the copy imaginative 
without being  over- 
drawn. The composi- 
tion is studied and 
shows the excellent 
thought which has been 
put into it. There is 






































plenty of copy to read, 
but the advertisement 
is the kind that will get 
the copy read. 


EACOCK SHOP of 

Knoxville, Tenn., is 
running a_ series of 
Monthly Style Pro- 
grams, which ads are 
very effective. The 
sequence of thought is 
correct and the copy 
gives specific informa- 
tion needed to sell the 
shoe. The price is 
subordinated in order 








sively smart.” 


The Slipper Shop of Ft. Worth, 
Tex., says— 
“Exquisite Shoes.” 


The Mammoth of Terre Haute, 
Ind., says— 

“An Unusual Service for Unusual 
Feet—You, perhaps have an unusual 
foot, ‘unusual’ because it is propor- 
tioned different from the average 
foot.” 

There are many, many more but 
space is limited. 

In arriving at some conclusion in 
the range of prices three classifica- 
tions were selected: One classifica- 
tion was the $5 shoes, the next the 
$6 to $8 ones and third those from 
$10 upward. 


enough in these shoes to warrant 
the advertising, but everyone must 
agree that if this wasn’t profitable, 
if folk didn’t want $10 shoes, there 
couldn’t possibly be any advertis- 
ing. 

The $6 to $8 shoes are getting 
twice as much money spent on them 
as the $5 shoes, and they are not 
twice as much in price. 

The merchant will draw his own 
conclusions on this; the facts are 
here presented simply as facts mak- 
ing it possible to do so. There 


must be something to the good shoe 
propaganda. 

There has been a preponderance 
of reptilian leathers and trims in 
advertising, and to a great extent 


to get desire working. 

Wolock & Bauer of Chicago, IIl., 
present a tie with an exclusive 
feature in an advertisement that 
is novel. The prices are high, 
therefore they are not displayed 
to the exclusion of quality, which, 
if properly set forth will justify 
the price of the shoes even before 
the prospect sees them. 


Plan “Haverhill Night” 


HAVERHILL—A “Haverhill Night” 
program on the radio from a Boston 
station linked up with a chain of 
studios covering the East is being 
planned for an early date under the 
auspices of the Chamber of Com- 
merce. 
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The Evening Slipper Season 
Is All the Year Round 





But NOW Is the Time to Sell MORE 


the height of the evening slipper 

season — November, December, 
and January—when every merchant 
plans to sell dainty shoes for the 
dinner dance and for other indoor 
social events. But the evening slip- 
per season does not come to a sud- 
den stop with the first of February, 
nor with the first of March, nor 
with the first or last of any specific 
month of the year. And so, many 
merchants, like ourselves, plan to 
have new things in evening shoes 
coming in all the time. 

For shoes are absolutely an acces- 
sory of costume—a woman does not 
wish to wear the same pair of slip- 
pers with her spring, or summer, or 
fall party gown that she wears with 
her winter party dress. Each sea- 
son has its new color harmonies; 
each season has its new range of 
materials, and slippers and chiffon 
hosiery must always detail daintily 
in blend, or contrast, with the shade 
and material of the gown. 

The main thought in selling eve- 
ning footwear is—This must be 
right to go with the gown. The 
hosiery, of course, should be sold in 
much lighter blends than the shoe, 
and always with the shade of the 
gown considered. For instance, a 


Je: now, we are approaching 


By Gordon McNeil 


customer will say, “I have just pur- 
chased these silver slippers; my 
dress is on a shade of purple; what 
color stockings should I buy for 
same?” Immediately the hosiery 
saleswoman answers, “Mauve.” 

The very newest thing in evening 
slippers is nacré, or mother of pearl, 
kid. We have them in silver, in 
shades of soft rose and blues—in 
straps. To my mind, straps are the 
logical patterns for evening slip- 
pers. 

I noted two outstanding shoe fea- 
tures during my recent trip abroad 
—high-line step-ins for winter and 
all straps for evening wear; in fact, 
90 per cent of the evening shoes 





La] 


In the slipper salon o 
McNeil Company on 
Street, Boston, any day and any 
hour you will find Mr. Gordon 


shown by Julienne, Perugia and 
Hellstern were strapped sandals 
with 18/8 or 19/8 heels—perhaps in 
satineé kid of wood rose, or blue, 
trimmed with flexible rhinestone or- 
naments. We have shoes of this 
kind, with a flexible cluster orna- 
ment at throat and two tiny straps 
from vamp, flexible rhinestone cov- 
ered, meeting the ankle strap. 

Silver brocades; silver kid, some- 
times with. a floral and sometimes 
with a “fish-scale” kid vamp; gold 
and silver combination brocades; 
gold kids, and twenty or more dif- 
ferent kinds of brilliant brocades, 
are among the new effects. 

One should not overlook the possi- 
bilities of all black—in suéde and 
kid, or satin—which lends itself so 
well to ornamentation in the bril- 
liant buckle, perhaps French crystal 
studded. And again I am stressing 
the point that shoe colors must har- 
monize with those of the gowns. 

There are two ways of wearing 
these colorful brocaded evening sli 
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How I Plan Window Displays 


By W. A. Thietje 


Displayman for Bunnel Bros., Bloomington, II. 


HE unit plan of grouping is the 
most effective manner of dis- 
playing footwear. By this plan, 
sport shoes, street shoes and shoes 
for dress wear may be displayed in 
individual groups. Footwear dis- 
played in this manner centers atten- 
tion to the particular type of shoe 
one is interested in, and as a result 
loss of interest is avoided. 

In using this plan, harmonizing 
‘shades of hosiery, ornaments and 
other accessories should be included 
with each group, as they add interest 
to the display and also create addi- 
tional sales. 

Show cards also play an important 
‘part in window displays. They cen- 
ter attention on the particular group 
in which they are included and also 
‘help put over the idea on which the 
‘merchandise is sold. 

A much discussed question is, 
‘whether or not to use price cards. 
‘The price in many cases is a decid- 
ing factor in bringing the prospec- 
tive customer into the store and I 
‘believe for that reason a display 
‘would be incomplete without them. 

In trimming a window it is advis- 
able to have the display pictured in 


one’s mind, because then it is an easy 
matter to arrange the fixtures and 
accessories. 

The accompanying sketch is what 
I have in mind for this display. 
First, I would like to give a brief de- 
scription of the window. 

The window is entered through 
French doors at rear. The back- 
ground is of fine grained dark wal- 
nut, and the panels of cross grained 
walnut, giving the background a rich 
two-tone effect. The floor is of quar- 
ter-sawed oak, laid out in squares 
and bordered in walnut. The floor 
space measures 11 feet long by 30 
inches deep. An unusual effect is 
gained by the floor being raised 6 
inches from base of glass. These 
various features alone gave the win- 
dow a distinctiveness which greatly 
enhances its attractiveness. 

Now for trim. The first step 
after the glass has been cleaned and 
the fixtures and woodwork polished 
is to place the two mats on the floor. 
Next the table is placed in the center 
of the window and at an angle with 
the background. Then the plush is 
draped over and under the table and 
spread and fluffed along the floor to 





the left.and right partially covering 
the mats. The vase with flowers is 
next placed on the table near the 
background. Now a 34-inch stand is 
placed back of the table, near the 
middle, slightly facing to the left. 
Then a 20-inch stand is placed just 
back of corner of table, forward and 
to the right of 34-inch stand. This 
stand is placed to face a little to the 
right. At the left of the table a 
hosiery stand is placed, which com- 
pletes the center unit. 


HIS being the center unit, the. 
tallest stands used in unit to the 
left and to the right should be 
shorter than the 34-inch stand in 
center unit so as to put them on a 
lower plane and make the center unit 
the highest point in the display. 
Three stands, one 26-inch, and two 
12-inch are used in the unit at the 
extreme left of window, which faces 
the sidewalk. The 26-inch stand is 
placed to face the outside corner and 
the 12-inch stands are placed one on 
each side, and facing at an angle to 
the 26-inch stand. 
Four stands are used in the unit 
at the extreme right of center unit. 
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One 26-inch, one 12-inch, and two straps is placed on this stand facing of shoe and heel. 


in sketch. 

After placing the fixtures, mats 
and plush as I had them pictured in 
mind, I'll step outside to see if any 
of the fixtures might be placed in 
different positions so as to give the 
display better balance. 

Now I’m ready to place the shoes 
and other accessories in the window. 
In the extreme left or front unit 
there is space for eight pairs of 
shoes, Being the most prominent part 
of the window, the type of shoe which 
creates the most interest should 
occupy this position. At this time 
high-school and college students will 
be interested in shoes to wear to 
school. So this space will be given 
to this type of footwear. In this 
group are five pairs of tan oxfords 
of different shades, some plain and 
some with reptile leather trimmings, 
three pairs of patent leather oxfords. 
Harmonizing shades of hosiery are 
placed on stands with shoes. 

In the center unit I have space for 
eight pairs of shoes, which space is 
given to the more dressy types. This 
group is composed of two pairs of 
patent leather pumps, two pairs of 
patent leather strap pumps, one pair 
of ties and one strap model of patent 
leather with colored reptile leather 
trimmings and one pair of plain 
satin strap pumps. (Quite a variety, 
but as the window isn’t very large 
this selection is necessary.) On the 
34-inch stand back of table I'll place 
a pair of patent leather pumps with 
a beaded buckle effect. As the glit- 
tering beads are more directly under 
the rays of window lights on this 
stand they will show up to better ad- 
vantage. A single shoe stand is 
placed on table over which is placed 
a pair of neatly folded-hose with feet 
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Now Low Boots 
and High Boots 








An Altman Origination for 
Original Women 


In various leather combinations 
$18.50 
SHOE DEPARTMENT—SECOND FLOOR 


._VIFTR AVENUE—maviion avewur 
TmMETY PovaTH STREET—THIRTY-FIFTY STREET 


New York 
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The interest in a novelty boot for 

the wet weather ahead will not 

down; therefore, Altman, of ex- 

clusive Fifth Avenue, springs the 
Moskovite 
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The satin strap 
20-inch stands placed as illustrated forward to show the vamp. The left pumps are placed on the 20-inch 


stand at corner of table; as these 
three pairs of shoes are the most 
dressy models, they are closely 
grouped. The remaining pairs are 
distributed in the space given to 
this unit. 

Five pairs of hose of colors to 
wear with shoes of these styles are 
used with hose stand. The tops of 
four pairs are slipped through the 
ring on top of stand and the feet 
are spread to form a small half circle, 
in this manner the colors can easily 
be seen. The fifth pair is neatly 
folded and slipped through ring with 
feet hanging down. 

Now we come to the unit at the 
extreme right of window, in which 
we have space for nine pairs of 
shoes. This time we will place Arch 
Preserver Shoes in this space, as 
they have previously occupied a more 
prominent position in the window. 
In this group we have one pair of 
tan calf pumps, two pairs of colored 
kid ties, one pair of strap slippers 
and one pair of ties of patent leather 
with colored leather trimming and 
two pairs of plain patent and two 
pairs of kid leather. 

As this brand of shoes is nation- 
ally known and advertised in the 
leading magazines I believe in show- 
ing a variety of styles. Will place 
the two pairs of colored kid ties on 
the 20-inch stands and a pair of pa- 
tent leather with colored trimming 
on the 26-inch stand, this part of the 
window being to the rear the colors 
will be more prominent off the floor. 
On the remaining stand I'll place the 
pair of tan calf pumps; as the plush 
is of a burnt orange shade there 
wouldn’t be enough contrast by plac- 
ing them on it. The remaining pairs 
are placed on the floor in different 


dropping to top of table. The right shoe is placed on table over feet of positions. A few pairs of hose are 
shoe of a pair of patent leather one- hose and broadside to show the lines also included in this group. 


Compelling Them to Look at Slippers 


AST Christmas a Western shoe 
store arranged a rack for dis- 
playing slippers that surely did com- 
pel attention. This rack was placed 
at the front entrance and covered a 
space of more than six feet in width. 
In fact, it almost blocked the en- 
trance. People entering the store 
were compelled to walk around it to 
get to seats. A RECORDER man asked 
the merchant if it was his idea to 
block off the store, to keep people out, 
or what? His reply was: 
“Last year I lost a lot of sales of 


say, I’ll wager that I have sold more 
of the stuff than any shoe man in 
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A Congress of Beauty from 
Every State 


To Appear at N. S. R. A. Convention on Fashion Runway 


HE National Style Re- 

vue of Jan. 4-7 in Chi- 

cago will feature “safe”  —= 
shoe fashions for spring and | 
Easter, 1927, selling. It is the 
thought of the N. S. R. A. 
board of directors that “Prop- 
er Buying” might well be 
made a slogan of the “Big 
National Meet,” with the fea- 
turing on the runway of types 
of shoes “for the occasion,” to 
be recommended by terri- 
torial groups as best suited 
for the months that are just 
ahead of Chicago convention 
days. At the July, 1926, “get- 
together” of the National 
fathers it was agreed that the 
ultimate purpose of the Na- 
tional Style Revue was to pro- 
vide a styles safeguard on 
which the retail shoe mer- 
chants of the country, gener- 
ally, might rely, and thus 
would be accomplished the 












——  Co., St. Louis, Mo. Chicago 


Shoe Retailers (and adjacent 
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territory )—Leadership of F. 
E. Foster, F. E. Foster & Co., 
Chicago, Ill. Memphis Shoe 
Retailers (and adjacent terri- 
tory)—Leadership of Reuben 
Stiefel, J. Goldsmith & Sons 
Co., Memphis, Tenn. Ohio 
Valley Shoe Retailers—Lead- 
ership of Harry C. McLaugh- 
lin, The Potter Shoe Co., Cin- 
cinnati, Ohio, and C. K. Chis- 
holm, The Chisholm Boot 
Shops, Cleveland, Ohio. Penn- 
sylvania and Middle Atlantic 
Shoe Retailers — Leadership 
of A. H. Geuting, Geuting’s, 
Philadelphia, Pa. New York 
Shoe Retailers — Leadership 
of John Slater, J. & J. Slater 
Inc., New York City, N. J 

New England Shoe Retailer 
—tLeadership of Irving B. 
Howe, A. H. Howe & Sons, 
Boston, Mass. 





maximum of proper buying at 
the minimum of loss to the 
industry as a whole. 

In accordance with this shoe 
styles safeguard plan, it has 
been decided, for-instance, to 
have the Pacific Northwest 
retail shoe merchants, under the lead- 
ership of Will Knight of Portland, 
arrange for and pay for two or more 
models for the 1927 style revue, at 
$100 each, the models and the cos- 
tuming to be arranged by N.S. R. A. 
headquarters. The territorial groups 
will advise N. 8. R. A. headquarters 
as to the number of models desired, 
the description of shoes, and Ed Beck 
will do the rest. 

' What Will Knight and his group 
will do, so will others. Here is the 
line-up: 

Pacific Northwest Shoe Retailers 
—Leadership of Will Knight, Knight 
Shoe Co., Portland, Ore. Northern 
California Retailers—Leadership of 
Harry Gibson, White House, San 
Francisco, Cal. Southern California 
Retailers—Leadership of A. L. Gude, 
Gude’s, Inc., Los Angeles, Cal. Moun- 
tain States Shoe Retailers—Leader- 
ship of Harry E. Fontius, Fontius 


Miss Portland, or maybe Miss-Your-City is expected 
to lend the spice of your territorial division to the 
coming National Convention. This “home talent” 
feature of the’N. S. R. A. style show is expected to 


put the thrill of styles into 1927 





Shoe Co., Denver, Colo. Southwest 
Shoe Retailers (Texas and Okla- 
homa)—Leadership of L. E. Langs- 
ton, Fort Worth, Tex. New Orleans 
Shoe Retailers—Leadership of N. E. 
Jacobs, Jacobs Bros., New Orleans, 
La. Southeast Shoe Retailers—Lead- 
ership of M. A. Condon, James F. 
Condon & Sons, Inc., Charleston, 
S. C. Northwest Shoe Retailers 
(Twin Cities)—Leadership of J. A. 
Langley, Schuneman - Mannheimer 
Bros., Inc., St. Paul, Minn., and C. 
M. Stendal, 606 Nicollet Ave., Minne- 
apolis, Minn. Michigan Shoe Retail- 
ers—Leadership of Richard F. Bar- 
num, R. H. Fyfe & Co., Detroit, 
Mich. Wisconsin Shoe Retailers— 
Leadership of R. E. Sager, Sager & 
Juley, Green Bay, Wis. St. Louis 
Shoe Retailers (and adjacent terri- 
tory)—Leadership of M. M. McCain, 
Shoe Mart Co., St. Louis, Mo., and 
C. E. Williams, C. E. Williams Shoe 


These names, forming as 
they do a large section of 
_ the Who’s Who of the shoe 
trade, mean that the big style 
show will be put on properly. 
With the best talent the trade 
affords working on the plans 
for this styleful and colorful expo- 
sition, there is no doubt that it will 
surpass all previous efforts. 


ATURALLY there will be some 

sectional rivalry, real competi- 
tion, which will make for the very 
highest quality. However, with the 
injection of the sectional element 
into the selection of footwear styles, 
the review will have a more specific 
meaning to the individual merchant. 
He will know that the styles pro- 
mulgated for his section have been 
selected by the leaders in his par- 
ticular part of the country as those 
most likely to appeal to the public 
resident in that vicinity. While 
style is more or less universal, there 
is, in this broad land, a certain 
amount of sectional style, which 
must be considered by the merchant 
in making his buying plans. At 
Chicago, this will be done. 
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Why Stores Lose Customers 


The Experiences of a Woman in a New Town— 





Big Stores Fail to Fit Her Foot 


ERE is an actual ex- 
perience of a woman 
who started out to buy 
a pair of shoes for herself in 
a new town. Really it was a 
big city—it boasts of a near 
million population. The lady 
related the experience to the 
writer while still suffering 
from the fatigue and vexation 
of her shopping trip. In her 
own language, here is the 
story: 
“I live in a suburb of a 


great city. I moved there a 
few months ago. Needing 
shoes, and recalling some 


newspaper advertisements I 
had read, I went in to the big 
city. I had made up my mind 
that I would have to pay from 
ten to twelve dollars, from the 
ads I had read. But, for a 
nice shoe, well fitted, I am 
willing always to pay a fair 
price. I anticipated some lit- 
tle trouble as I have a rather 
difficult foot—size 7% AA, 
with a very narrow heel, high 
instep and rather inclined to 
be bony at the ball. 


‘se THINK my principal 
trouble with shoes has 
been that my arch is thick 





She is-not an unreasonable ‘woman and her 
feet are not abnormal—74 AA. Yet in the 
big handsome stores of a large city she was 
made the butt of inadequate salesmanship in 
competition with inadequate sizes, Her story, 
as she tells it, contains a lesson for most 
everyone. 


told me he could not fit me in 
the size I called for at a price 
less than $17.50, as I had a 
high priced foot. Beginning 
to despair of getting any 
shoes at all, I finally allowed 
this salesman to sell me a pair 
of his own selection. When 
I reached home I was com- 
pletely fagged out and did not 
look af the shoes until after 
dinner. Then I discovered 
that the shoes were imper- 
fect, that they did not fit my 
foot at all. They gaped at 
the sides and hurt my toes. 
My husband told me te take 
them back and try another 
store. 


‘¢ FT DID not find time to go 

into the city again for 
three days, but when I went 
in I found the store I had 
bought from in the midst of 
a great sale. They gave me 
my money back and I started 
out again on the hunt for 
shoes that might fit. 

“T visited another high class 
store but they were busy and 
the salesman was much more 
interested in looking at a lit- 
tle flapper sitting next to me. 
He was stupid and indifferent. 
So I went away from there. 








from having worn shoes that 
were too short. Having this 
in mind, I was prepared to tell the 
salesman just what would be re- 
quired to fit me correctly. 

“Well, the first store, a big one 
and catering for the best trade, 
failed utterly to find a shoe that felt 
right on my foot. This store, I un- 
derstand, prides itself on its ability 
to fit all feet. I went out and walked 
across the street to another great 
shoe store where thousands of pairs 
are sold daily, so I am told. After 
hearing what I had to say the sales- 
man told me frankly that there was 
no need of taking up my time, and 
his, that he had nothing for me. 

“T almost forget to say I told each 
salesman that I had a price in mind, 
around twelve dollars. 

“The next store showed me a style 
that I have been wearing for several 
seasons. To me that shoe is out of 
date and I wanted a change anyhow. 


The salesman tried to make me buy 
it anyhow. After insisting that this 
was a shoe of good style and arguing 
with me for a time, the salesman 
brought another style and tried it 
en my foot. It felt pretty good but 
there was a bad bunch of something 
in the toe—perhaps the lining or 
something. I told the salesman about 
it, but he said that was the fault of 
my toes. By this time I was getting 
tired and beginning to lose patience. 
But I held my temper and walked 
out. 

“The fourth store visited is one of 
the finest in the city—in fact, it is 
one of the show places of the town. 
But here I had the same thing told 
me as in the second store—they had 
nothing to fit me. It seemed they 
were completely out of sizes. in 

I wanted. 
“At the fifth store the salesman 


I tramped around for a long 
time looking at windows, hoping to 
see what I wanted. Finally I went 
into one of the exclusive shops and 
asked the salesman to fit me in some 
kind of a shoe. I did not give him 
much free information concerning 
my feet. It was his business to fit 
me, I thought. Well, this man put a 
lace pattern of an oxford on my foot 
and declared that it was perfect. I 


‘took hold of the heel and pulled the 


shoe off without untying or unlac- 
ing it. I told him I thought the shoe 
would not do as it pulled off too 


husband calls a high 
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Helping the Begi 

5 The Youngster Breaking in Needs Teachers . / 
2 iS cit 
5 By Uncle Dudley 3 be 
z s of 
Q O you remember your first day key without much assistance from the * ” 
z) agen Ya on the floor? How scared you hard-boiled fellows who are looking out bs dir 
2 eet) were! And how you looked up _ for No. 1. 3 bu 
5 the old timer who went ** # - r 
:, about his work as if it was sec- ¢ ty 
2 ond nature to him. Didn’t you appreciate HERE are few text books for a be- g in 
K a few kind words and a little help from ginner. He has very little to read te: 
5 any one? You bet youdid. Andyouhave or to study. No matter how earnest he S m 
. never forgotten those that were willing to is, there are many things he has to learn Z 
. teach you. by hard knocks. -There are trade terms « - 
2 * * *# and technicalities that he gets only by ie of 
K running spang into them. 5 kr 
; Y first week was one I shall never iene G b. 
D forget. The boss made me work ¢ to 
: stock and study the shoes before he ever KNOW one youngster who had been g w 
E allowed me to wait on a customer. He in a store for a year and he didn’t s al 
5 told me that I would be utterly worthless —_—know the difference between a welt and a re . 
° until I knew the stock as well as I knew McKay. “No one had taken any pains to ‘ a 
D my own name. Well, it was a hard week _ explain it to him. He was going along 8 w 
2 but I went at it and learned. One kind _ plindly and guessing his way. Now, is s ti 
man helped me a lot by telling me things. _—‘ that not a sad thing for us older ones to 3 

5 He explained a lot of details that I never contemplate? ‘e in 
. knew. He told me to watch him as much gee ee ° fi 
. as I could. s 

5 o 0% ADVISE beginners to get that Boor @ 

. AND SHOE RECORDER Lexicon and ‘ 

°, AYBE I was a little better off than study -it hard. It wiil help them more $ 

s the average youngster just begin- than anything I know. Another good book $ 

x ning because I fell in with nice, helpful, is the Marshall publication on feet. That ‘ 

5 friendly folks. But I am sorry for the is a RECORDER book, too. They don’t cost ° 

D beginner today. He has to start cold tur- a fortune, either. e 
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Bait in Front— 


Whip Behind 


So the Store Manager Does 
His Best, or Quits 


GREAT many shoe merchants sons as to why the business is not 
A seem to feel that the pres- going ahead. To take a concrete 
ence of chain stores in their case, let us take you to the Seattle 

cities is one of the main reasons store of Feltman & Curme and 
why their business is not in as meet the manager, W. C. Jones. 
healthy a condition as it should be. This store, by the way, is usually 
Of course the purchase, upkeep and Nos. 1, 2 or 3 in Class A, accord- 
attendant expense of automobiles ing to the F. & C. rating. Jones, 
is the big factor, they feel, in the of course, is holding his job because 
diversion of money from the shoe he is making good. That is taken 
business. for granted. Here are some of the 

Chain stores are taking away methods he uses that can be applied 
business from merchants of this to almost any shoe store. 
type. There’s absolutely no doubt “Keeping salesmen on their toes 
in the world about that.. The bet- is easy enough if the one in charge 
ter grade of chain stores hires good can give them a sufficient incentive,” 
men as Managers, pays these mena he says. “Just as soon as one 
better salary on the whole, than do scheme shows signs of petering out, 
the regular stores. Then the man- spring something new, or else give 
ager must deliver the goods by the men a complete change by not 
operating his store profitably. He having anything special. 
knows that he must give good ser- 
vice, better than the usual, that he “‘ A T the commencing of the ball 
must keep his men always on their season the weekly prize was an 
toes. A bait in front of him and a afternoon off, a reserved seat to the 
whip behind him serve to keep him game and a bag of peanuts. This 
always at his best, the bait being went along fine for a few weeks. 
a certainty of advancement, if he “Then we have taken the high 
proves worthy; while ‘the whip is man in sales and the second high 
the knowledge that his record is al- man, letting them choose sides like 
ways under head office considera- kids playing scrub. Suitable re- 
tion. wards are given members of the 

With these two incentives lack- winning team. Sometimes the men’s 
ing, some merchants are apt to look side is pitted against the women’s 
for excuses rather than dig for rea- in a hosiery sales contest. If one 
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Contests of all kinds keep the salesmen in this store om their toes. 






of the men’s salesmen wins out, and 


he often does, he is king bee. The 
hosiery girl keeps a talley of the 
hose sales as each man makes them, 
then if he does not show signs of 
life by noon, I simply draw a blue 
pencil mark around his number. It 
works, for I have heard a man say, 
‘Oh, gee, I got a blue mark!’ then 
he turns to and by hustling often 
beats out the bunch in his spurt. 


” ACK of the wrapping desk is 

a daily running record of each 
man’s hosiery sales and his P.M.’s. 
This. is kept by the men themselves 
for two reasons, comparison and the 
keeping up of interest. It is sel- 
dom that this store is out of first, 
second or third place in all the F. & 
C. chain. 

“The proper training of a hosiery 
girl is decidedly necessary in order 
to keep up the volume of sales by 
selling more than one pair at a 
time. ‘We find that 85 per cent of 
the men, when buying sox, will buy 
at least three pairs at once. One 
of our star salesmen frequently 
sells $80 worth of men’s sox in a 
week. Salesmen will take the shoe 
customer right to the hosiery case 
and if the store is not too busy will 
do the major amount of selling.” 
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The Corner Drugstore Gets Off 


To 


HE average retail shoe mer- 
chant doubtless figures that it 
is entirely too early to feature 
Christmas merchandise. There are 
a number of drug stores which think 
differently. 

Pictured on this page is a drug 
store window display photographed 
in Boston on Oct. 19. Below and to 
the left of the photograph is a 
sketch of a simple table display 
which occupied a prominent position 
in the center of the store floor. And 
a card on the table suggested that 
even now was none too early to be- 
gin Christmas shopping. 

The display was put in late in the 
afternoon of Oct. 18. While the dis- 
play man was busy arranging the 
skins which formed the background 
five pairs were sold. 

The secret of success behind drug 
store merchandising of many arti- 
cles which, properly speaking, 
should never be sold in drug stores, 
seems to be in its timeliness. Peo- 
ple start thinking about Christmas 
lots earlier than we realize. They 
start thinking about it, and dread- 
ing its influx of bills. Give them a 
chance, therefore, to spread their 
Christmas purchases over a longer 
period of time. 


a Flying Start 











There is nothing elaborate about this 





drug store exhibit of moccasin slippers, 














yet while the display was being in- 

stalled, one man came in and bought 

three pairs. Two others came in and 
bought one pair each. 
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IN STOCK 


Style Number 05020—Luxor Patent 
Leather Petite Lace Oxford, with 
Kaffor Kid trimming, 17/8 spike 
celluloid covered heel. $4.40. 


Made by Cahill Shoe Co., Cincinnati, 
Ohio. 












Shoe merchants 





















SUT) Hi Are making money selling Patent Leather foot- TT | 
Ny wear, either all Patent or in combination—because 4 
geY the demand is very strong in all sections. 
an. Y Y 
Luxor Patent is a true foundation or background 
a te" ee for a quality shoe. It adds distinction to the YY 





ont ai tace nk beauty of pattern or style. It enhances the beauty 





wy 
7 


t 
Vy "3 , 7, > of fine shoe craftsmanship. 
\ 4 i" = Every shoe merchant is vitally interested in 
9 ‘ h,. 
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Patent Leather—its quality in particular. 















































y; ; 
4. 4 i t Y by Luxor means “for quality.” Luxor Patent offers 
: «a +7 the manufacturer not only a meritorious tannage - 
= = , =/F which successfully works through the factory but 
F has additional fine elements of merit in its beauti- ) 





ful lustre, deep rich black, and a fine grain. 





Specify it, with full assurance of its customer 
satisfying features. 





eee! AY 
es —<—— SS Cuttings of Patent, Pastel or Reptilian Grains 
_. o—_-...2__ a _ sent on request. 








The OHIO LEATHER COMPANY 
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PAGEANT OF FOOTWEAR FASHIONS, NOV. 29, 30- Dec. 1. STATLER HOTEL. 



































BOOT AND SHOE RECORDER 


& She World's Shoe Style Center ——_ ST. LOUIS é 








AA180—“Brownbilt” 


Women’s Abbo-Cherry patent ‘‘Red- 
bird’’ one-strap, Chagrin suede 
trimmed, 19/8 covered wood Spike 
heel, imitation turn, Letty last, 
AA 4/8, A 3%/8, B 3/8, © 
ZH/B ccccccccscess Price $5.00 


AA181—Same in patent with 
Mauvette Shark trimming. 
Price $5.00 





D581—“‘Brownbilt”’ 


Women’s black satin ‘‘Gilda’’ tie, 
black adder suede trimmed, plain 
toe, 17/8 covered wood Spike heel, 
imitation turn, Pageant last, AA 
4/8, A 3%/8, B 3/8, O 2%/8. 

Price $4.35 


D585—Same in patent with Mau- 
vette Shark trimming. 
Price $4.35 


AA172——“Brownbilt” 


Women’s patent ‘‘Ivena’’ tie, Abbo- 
Cherry patent trimmed, 17/8 cov- 
ered wood Spike heel, imitation 
turn, Pageant last, AA 4/8, A 
31%4/8, B 3/8, C 2%/8. 

Price $4.65 











These Numbers are in Demand 
These Numbers are in Stock— 


for Instant Shipment 


Brown bit 


Jor Women 


Shoes 





D574—“Brownbilt” 
Women’s patent ‘‘Dixie’’ oxford, 
Cherry patent trimmed, 13/8 cov- 
ered cube heel, imitation turn, 
Strut last, AA 4/8, A 3%/8, B 
3/8, C 24%/8. ...... Price $4.35 


D575—Same in Sandalwood calf, 
with tan dot calf trimming. 
Price $4.35 





D582—“Brownbilt” 


Women’s patent ‘“Toosa’’ four-eye- 
let tie, plain toe, 14/8 covered 
wood heel, imitation turn, Gloria 
last, AA 4/8, A 83%/8, B 3/8, 
© S1GM. ks ckvesetes Price $3.85 


D58S3—Same in black kid. 
Price $3.85 


D576—“Brownbilt” 
Women’s tan Collegiate ‘‘Co-Ed’’ 
one-strap, Sandalwood trimming, 
13/8 covered wood heel, imitation 
turn, Strut last, AA 4/8, A 3%4/8, 
B 3/8, C 2% /8. ....Price $4.50 


D577—Same in black calf, with 
patent trimming. ...Price $4.50 


Dwsws Guos GOuIQssoay, 


ST. LOUIS 


a 


—__—_—_—X*:.......Q\Q\V\"_=, 


Fageant of Footwear Fashions 


Manufacturers 








={“Shoes 44 Sell” F 





U.S. A. 


es. &' 
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He.Bids You Welcome to St. Louis 
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“rPHERE is a new era of merchandising being developed 

throughout America by alert, aggressive retail shoe mer- 
chants which is energizing sales and eliminating losses to a 
large degree. Mighty minded merchants have embraced 
February of ccling ape oon one ge s - 

wanwy ot Seeest Soe. © rofits. ve pro- 

ted their efforts and business bonded “on the of 

peeve ioe “1 Me a eg s — pags hanes fashions at the start 
of a new year wi is greeted wi and 
big business is baretele = ro horizon. onl and Febru- 
ary to them are no longer days of dumping and dullness, but 
months of money and momentum. 
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- . 335-8" Shi 
[hey’ll All Be There 
OU can see the complete Hamilton-Brown quality 
line of individual styles on display at the St. Louis 
Pageant of Footwear Fashions, November 29th, 30th 
and December Ist. 
In American Lady, American Gentleman and Twinkies 
you will find a wonderful line on which you can con- 


centrate. Their individual styles and patterns com- 


bined with attractive prices assures you increased 
business. 


Be sure. to see this INDEPENDENT QUALITY 
LINE MADE UNDER ONE BRAND when you 
come to Sit. Louis 




















}}) pea 
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American Lady 
No. 7419—Patent Leather Fancy Cut- 
out Tie, Iridescent Patent Abbo Trim, 
13/8 Covered Spike Heel, 139 Last. 
44Ato8AA 4to8A 3to8B 
American Gentleman 2% to8C 
No. 1438—Men’s “Cardinal” Crimson Price $4.35 
Calf Lace Oxford, Welt Single Sole, 
reowneay < a o— _ 
urs Storm Welt. New Grain Bot- 
tom Finish, Half Rubber Heel, One “Independent of All Combinations” 
Width Combination Rialto Last. 


6%4tollB 6tollC 5tollD MEANS 
Price $4.90 “Individual Styles for Your City” 
Twinkies 
No. 9564—Patent Leather Blucher, 


Ivory Trim, Good-year Stitch Sole, 
50 Combination Last. 


8% to 11% B Half ; putter Price $2.25 
5% to 8 B’- - Spring Heel Price $2.00 


ng ROWNSHOE CO 


er oston 
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STYLY 
WITHOUT PROFIT YOU CANNOT SUCCEED — NOR SURVIVE 
THE “LIFE-SAVER” IS MARK-UP 














@ Quality must surely come first always. Grade is the only basis on 
which to justly determine mark-up. The style and quality must 
justify it—let the price be what it may. 

@ Profit is enhanced to the extent that you may pay less for the 
required grade. 








@ Price does not govern quality or grade. The standard of quality 
is not the price-tag. 


@ Price is based on cost, not on grade. Cost, not quality, rules 


price. 


@ Low prices do not always mean low grades; nor do high-cost 
prices always mean higher grades. Avoid the fallacy. Watch the 
grade. See that the price is not based on out-of-line cost. 





@ Our prices are co-ordinated through a system of efficient opefa- 
tion which controls cost without affecting our grades. The result is 
A NEW STANDARD OF VALUES, affording a proper mark-up 
of 45%, 50% or more. Compared ordinarily with the same values 
when retailed at the same prices, they would carry a mark-up of only 
35% to 40% or less. Strong statement? MAKE US PROVE IT. 




















Pedigo-Weber Shoe Co. 
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A Big Surprise [s on the Way 


Just Wait Till You See Central’s Line of Spring 
Styles in Women’s Novelty Shoes at the St. Louis 
Pageant of Footwear Fashions on November 29, 
November 30 and December 1. 
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eee di adie ee i ee 


OR years, merchants have looked to Central Shoe Company for the last word 

in styles for the coming season. This year, the St. Louis Pageant of Footwear 
Fashions is a month earlier—before the New York and Chicago Shows. Mer- 
chants who attend can know the coming season’s styles far in advance by simply 
examining the Central line. If you are asking yourself: 


Will Patents and Satins be good next season? 

Are Cedarwood and Indian Tan calf here to stay? 
Will Sauterne kid be popular? 

What colors will be in vogue? 


retested te ae a et ee 
se ed et ee 


or any other such problems, you can set yourself straight by seeing the Central line 
at this advance Pageant, and placing your order early to insure delivery. 


We'll Just Give You a Hint— 





Here’s aShoe That Will Bein Big 
Demand for Mid Winter Sales ... i) 
a 
OU know that year after year Cen- i) 
tral has been the leader in styles. i? 
When we tell you that the number if 
shown here is one of the season’s best i} 
bets, you know it’strue. You can place i) 
1875 Yvonne your order for this number right now i) 
triaemeds Saas io’ adi esle, A/S coment’ week SRST if you want immediate delivery. a 
imitation turn, Letty Last, AA 48, A 3%-8, B 3-8, 7 
Psa Varo avis toe Odes 4b. 4000 09h Onde svete renee $4.35 / 
. . : 
; ~ ) 
CENTRAL SHOE Go. ay 
, MANUFACTURERS ey ) 
Ya SAINT LOUIS U. S. A. : 
5.6 


Pageant Ff Footwear Fashions s@Oe Nov.29,30,Dec.11926 Hotel Statler 
EE—_—_—_———w —_—_—_—___—_______———S 


“Shoes “ed Sell” 














Oct 
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You Cant Get 
ANYWHERE 


F you Cant 
Get Away” 





This year you have an opportunity to study all the leading Spring 
Styles from all the leading markets, concentrated at one point—St. 
Louis— : 


ONE MONTH EARLIER 


Merchants who attend this early showing of authentic Spring Styles 
will have an enormous advantage over their stay-at-home competitors. 
They will have first hand information on what’s coming in Spring. 

They will know—They will not have to guess. 

They will buy more intelligently. 

They will clean stock more intelligently and do it at a profit during the holi- 
day rush. 

Then they will introduce their authentic, intelligently selected New Spring 
Styles in January and February and get the cream of the spring business. 

It will be a gorgeous show, and there will be provided, besides, a brand of enter- 
tainment that will make you glad you came. ; 
With such an opportunity at hand, few up and coming merchants will say: 
“I can’t get away.” 








a 
Make Hotel Reservations Now With Mr. Frank A. Mahler, 1602 Locust Street, St. Louis, Mo 


ST. LOUIS SHOE MANUFACTURERS AND. WHOLESALERS ASSOCIATION 


Fare and One-Half for Round Trip from all points in the United States to the Convention of the Southwestern Shoe Retailers’ Association to be 
held on the same dates will be in effect. Buy a one way ticket and get a receipt from your agent. 


StLouis Pageant ‘Footwear Fashions =f ff 
Not2950-DeC 7 Sam 











~ 















ol p . 
HOTEL STATLER, ST. LOUIS cranes mee 


Sap 
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t. Louis 
leads 


HE St. Louis Pageant of Footwear Fashions to be held 
November 29, 30 and December 1, 1926, will lead the 
way to a new era of merchandising. The premier pres- 
entation of Spring’s authentic footwear fashions at the 
early dates announced will be an advance step being adopted by 
alert retail shoe merchants throughout the country. Aggressive 
shoe men are turning January and February into months of profit 
and activity, where formerly they were frowned upon as periods 


acd 





Naot LARC TS cag ey 








OU ea te 8 Siet- 


4 J. T. PEDIGO ; of sales and dullness. It remained for St. Louis, the “World’s 
$ Pedigo-Weber Shire Co. os : 

: Greatest Shoe Market,” to set the pace whereby retail shoe mer- 
} chants could come to this market for the early selection of foot- 
i The difference between knowing and not wear which can be merchandised during January and February 
; knowing which styles now in stock -should on. the imciption of Gackiale:toawwece demi: 


be cleaned up in December and which ones 
are safe for later selling, ts worth $1,000 
to $5,000 and up. This knowledge alone ts . T is known that many merchants are showing in January 


worth many times thg expense and time in- : 
volved to get it at the Pageant of Footwear and February Spring shoes that have the assured style 


Bima 


; Fashions November 29-30 and December 1. trend which later becomes the adopted vogue. It is 
; argued that the same opportunity exists in every shoe 
; store today. That is, selling Spring shoes in January and Feb- 
‘ ruary and turning what have been in the past sale months into 
3 success months. It’s being done. This fact is attested to by 


the mere evidence that already the adroit operators have ex- 
pressed themselves as coming to witness the debut of Spring’s Foot- 
wear Fashions in St. Louis. 


ITH the early adoption of assured styles, such as will be 
Wy displayed during the footwear pageant, merchants can 
buy with confidence and deliberation. It will be un- 
necessary to place orders hurriedly, without an oppor- 
tunity of surveying the style situation and determining accurately 
your footwear needs. A style show during the period announced 
will eliminate the greatest of all evils, that of selecting footwear 
because you are forced to protect yourself against the shortness 
of time of assured deliveries. That goblin of every shoe man, 


: 
ernie be 





J. Cc. BOYD 
f Royd-Welsh Shoe Co. late deliveries, can be avoided by placing orders during the 


latter part of November and early December. 





The retailer is given an opportunity to 
see January styles in December by attending 
the Pageant of Footwear Fashions—and 


will be in a position to go home and impart The outstanding feature of the St. Louis 


Shoe Market that appeals to the shoe mer- 


A GR Pits pin 


this advance information to his organization. , 
December buying of the major porticn for chant, which has caused him to buy in this Th 

4 January or February delivery will prevent market—is the honesty of purpose displayed maki 
; any unnecessary rushing of shoes through by the St. Louis Shoe Manufacturers as a retail 
a factory, which usually results wnsatts- whole. Shs 

peg The St. Louis Shoe Market today is rec- pore 

’ ognized for the quality of its merchandise Dece 


produced en masse as well as a leader in 
style with the proper finesse to make the 
merchandise marketable at a profit to the 
dealer. 











A. J. BRAUER 
Brauer Bros, Shoe Co. 


IF YOU. CAN’T.. GET. .AWA2=— 





926 


) 


Ss =m 1 4 


aa “See 





October 30, 1926 





the way 


HE St. Louis manufacturers announce that better footwear 
can be manufactured during this period because the fac- 
tories can be operated on a normal basis. A better selec- 
tion of leather from the tanneries is also assured 
on orders placed at an early date as against the time when fac- 
tories and tanneries are attempting to produce three months’ 
business during a six weeks’ period. [Every retail shoe merchant 
has undergone the ordeal of late deliveries, which in practically 
every instance has been responsible for lost sales and less profits. 


turers to present assured Spring styles at the approved 

time, is receiving the indorsement of retail shoe merchants 

everywhere. This new era of merchandising is contagious 
and each day more operators are adopting this profitable 
principle. : 


[ new venture, the idea of the St. Louis shoe manufac- 


mount the previous efforts of the St. Louis Shoe Manu- 

facturers. The former attempts while magnificently pre- 

sented the committee in charge for the coming spectacle 
report an even more elaborate performance than that witnessed 
in the past two years. 


T= 3rd Annual Pageant of Footwear Fashions will sur- 


HERE is a feeling of confidence among the St. Louis 
manufacturers in the selection of the early dates for the 
footwear pageant. Their judgment is supported by hun- 
dreds of shoe manufacturers from every important market 
who will display their Spring lines for the first time in St. Louis. 


1927. The year ahead is one of great promise and profits. 
The outlook is prosperous and it behooves every mer- 
chant to make the initial step toward a big year in 1927. 
Nothing will project the retail merchant into that period of 
prosperity ahead as his presence at the St. Louis Pageant of 
Footwear Fashions, November 29, 30 and December 1, 1926. 
Here the new era of merchandising will be born and hundreds 
of retail shoe merchants will applaud the naming of this new 


idea—SUCCESS. 


IT T will be a gala introduction into the footwear year of 
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A. J. SPRING 


Capitol Shoemakers, Inc 


Every live retailer purchasing fashionable 
shoes in our market will be here for our 
Pageant of Footwear Fashions and you will 
not want to miss it. You will see creations 
that will fit in with your needs and with 
the needs of your retail customers which 
you cannot afford to miss. You want to be 
up to date and up to the minute, so do not 
fail to come. 





FRED MARX 
The Moore Shoe Co. 





71 


What is there to say regarding the St. 


The effort St. Louis Manufacturers are 
making to show our visiting friends, the 
retailers, just the right styles in shoes for 
Spring at the Style Show will make it prof- 
itable, as well as a pa gs for each mer- 
chant visiting St. Louis November 29-30, 
December 1. 


YOU CAN’T 


‘a 





J. T. JOHNSON 
Brown Shoe Co. 


GET 


Louis Pageant of Footwear Fashions? If 
you are satisfied to operate your business 
with shoes of the ordinary type, stay al 
home and prepare your odds and ends for 
the usual January clean-up sale. But if 
you are interested in shoes that are “more 
than merchandise” and are anxious to make 
profits in January as well as during ony 
other month, come to St. Louis and let us 
show you how ‘ 


, 
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Patent Step-in with cherry abbo a saddle and filler 
in buckle; 18-8 F. B. Spike heel. A, B and C. 
422—Same, 14-8 F. B. Jr. Louis lls B and C. $3.85 


ee 


Patent Step-in, with cherry and 
o'd checker saddle and filler in 
uckle. 18-8 F. B. spike heel. 

A, B and C 


ONE co canes eee 


Black Satin Step-in, with inter- 
woven checker satin quarter and 
heel. Moire calf saddle and filler 
in buckle. 18-8 F. B. Spike heel. 
A, B and C. 


425—Same, covered 14/8 box 
heel; B and C $3. 


{eMule Mule LE LS 
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The phenomenal growth of the sales of 
this house shows how remarkably our 
plan of “high stile” and “low price” sensed 
the needs of the average retailer. 


You will find patterns on the order of 
Shu-Stile’s elsewhere, but nowhere else at 
such reasonable prices. Ours are the lines 
which form the backbone of shoe retailing. 


Our experts excel in their ability to pick 
“live ones”—shoes that never stay in a 


_ store long enough to get acquainted with 


the “bone pile.” 


They're up-to-the-minute in those fine 
points that make them sell and built to 
give the kind of service that means repeat 
business. 


o 


BAS SPONSE CMWEX 2 7aN5 


ON THE FLOOR. . . Same — Shipment 


SHU-STILES, INC. 


1330 Washington Ave., St. Louis 
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heel. A, B 
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Black Satin d’Orsay pump with che 
attractive combination of moire satin 
uarter and heel. 18-8 F. B. Spike heel; 
B and C. 

2128—As shown, with patent vamp and 
moire patent quarter; A, B and C. $3.50 
2129—Same, 14-8 covered box ie 
50 








OO. ie Ki ate 


Here’s a knockout! Patent ‘“Tiajuana”’ 
blucher oxford with cherry abbo patent 
underlay ges me sone. 18-8 F. B. Spike 


420—Same, 14-8 covered box “==> A, 





“in insert; A, B 
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The smart ‘‘Stiles’’ on these two pages 
come in all sizes, from 3 to 8; the widths 
are shown in each case; all are full French 
corded and kid lined. They're values, 
everyone! 


Newspaper Mats Free 


. $3.85 


i ea 
x 


48 ..: 4.085... eee 


Pacenc “Aileen”’ tie with moire calf 


gq and 
18-8 F. B. Spike heel. 
429—Same, 14-8 Jr. Sperm heel; B 
ek eee a el ‘85 
426— As shown, allover patent, cherry 
abbo patent u ; A, B and C. .$3.85 
427--Same, 14 i r. Louis heel as shown 
REE: . $3.85 


“Say It With Sizes For Immediate Delivery” 


SHU-STILES, INC. 


1330 Washington Ave., St. Louis 





5353S wee cccves 


A charming strap, the “‘Haddon’’, in >arent 

with cherry abbo pout *pplique on vam 
uarter and strap. Sunburst stitching to Reon 
9-8 F. B. Spike heel; A, B and dc 

5334— Same, 14-8 covered box heel; B and 


Cs ied awirsoddioks ub seareyrsstenes $3.50 




















. $3.50 




















Ga ns 


Another fancy oxford to meet popular 
demand. The ‘‘Superba”’, in patent with 
cherry abbo patent crim on quarter. 
Scitched on vamp to match. New square , 
coe. 19-8 F. B. Spike heel; A, B and C. 
4976 —Same, 14-8 covered Cuban heel. 
Debbie cide cocdedetees cee 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 
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Color and Motion Add Life to 
Window Displays 


75 


a, | 
4 


| 


OLOR and motion aré two elements which, in capable hands, multiply the attention 


value and selling power of an otherwise ordina 


window. 


Color effects are obtained by the selection of shades in drapes, decorations and color 
reflectors to use with the predetermined colors of the merchandise, the display fixtures 
and the permanent window back. 


Judgment in using 
shades and tones which 
blend, instead of those 
which clash or form an 
unpleasant contrast, is 
essential to sales pull- 
ing power. Experience, 
coupled with “an eye 
for color,” is probably 
the best guide, but 
those who are doubtful 
of their possession of 
either will find tables 
of colors which may be 
used together and in 
combinations 
and colors’ which 
should be avoided, in 
books obtainable at the 
nearest library. 

Care should be taken 
not to use too much 
color or too many 


colors in one window. . 


Motion in a window 
always has attraction 
value—but sometimes 
lacks selling power. 
However, you may be 
sure that it has both 
when the motion itself 
is directly related to or 
suggestive of the mer- 
chandise displayed. 

If, for example, a 
pair of shoes is en- 
tirely waterproof and 
it is desirable to em- 
phasize this point in a 
way that will, at the 
same time, attract at- 
tention and serve to 


s 








Recorder Merchandising Calendar 


for November 
November 1-6 

If you haven’t already done it, you now have a lot of 
planning and ordering to do in order that everything 
needed for holiday time is delivered and put into use in 
accordance with a definite schedule. 

Allow three to four weeks at least for delivery of arti- 
ficial flowers, wreaths and decorative pieces for Christmas. 
The artificial flower houses don’t ca stock but make 
everything to order and are often obliged to disappoint 
some of their tardiest customers on Christmas material. 

If you want special paper boxes and wrapping material 
for your gift merchandise, now is the time to figure out 
your requirements. And if you intend giving away adver- 
tising novelties or souvenirs during the holidays, get in 
touch with the novelty people now. 


November 8-13 

Armistice Day, November 11, is a date associated with 
history which many of your townspeople helped to make. 
You might offer a fitting tribute in the form of a memo- 
rial window. In one corner of the window exhibit some 
war trophies. In the other have a memorial shaft. Flags 
of the U. S. prominent in the center background, sur- 
rounded by flags of allies. Copy for show card: “We who 
remained to enjoy the fruits of their supreme sacrifice 
pause to do them honor.” 


Rubbers and galoshes are entitled to some window and ° 


advertising space about now, even if it’s dry under foot. 


November 15-20 

Are the short ends accumulating fast? There’s a good 
chance to clean out some of them entirely by Thanksgiv- 
ro gl the salespeoplé are properly instructed on what to 
push. 

Gym shoes, bowling .shoes, hunting boots and other 
items required for winter pleasures should be brought for- 
ward now. One or two special ads and a small window 
should bring in considerable trade on this class of mer- 
chandise and should arouse favorable interest. 


November 22-30 

Up to Thanksgiving feature dress shoes in windows and 
ads. Give emphasis to juvenile sizes, young men’s and 
women’s p Bee peor accessories. ¢ 

After Thanksgiving run a few special offers to clean 


and ask to have some 











impress the location of 
the store on the minds 
of those who stop, it 
would be an easy mat- 
ter to suspend the 
shoes in a large aquar- 
ium in which a number 
of goldfish are swim- 
ming. The movements 
of the fish are sure to 
catch and hold the eye 
of those who pass, 
while a card on either 
side of the aquarium 
can be used to supply 
additional information 
about the shoes and 
their price. 

Also, owing to the 
interest of patrons in 
a wide range of styles, 
a slowly revolving 
turntable or circular 
display shelf, operated 
by a small motor, will 
be found very valuable, 
especially in windows 
that are limited in 
size. The motion, how- 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating”’ 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for. his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 


Fill in and mail the coupon today. 


American Seating Gmpany 


1016 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 

Boston: R. 302-69 Canal St. 





American Seating Company 
1016 Lytion Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ‘““New 
Styles in Shop Seating.” 
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The Importance 


of 


Store Fronts 
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A Large Portion of the Ground Floor 
Rental Is Chargeable to Window Space 


ating a store may own the 
building, for purposes of ac- 
counting the item of rent should 
be charged against the store and 
credited to the investment in real 
estate and improvements. 
Department stores apportion the 
rental charges to the different de- 
partments according to location, 
those on the main floor being charged 
a considerably higher rate per square 
foot than those on other floors. By 
far the highest rate 1s charged to 
window space, and the departments 
which are allotted windows for only 
a day or a few days at a time are 
charged for this space by the day— 


satin though the company oper- 


in most instances the rate per foot 
being several times more than the 
rate for space on the sales floor. 
‘In an interesting book issued by 
a firm in the store front business, an 
official of the United Cigar Store is 
quoted as saying: “A store rented 
by us at $10,000 a year means that 
we are paying $7,000 a year for the 
windows and $3,000 a year for the 
balance of the store.” . 
Merchants more and more, are 
realizing the importance of the ar- 
rangement of their windows and 
store fronts in such a way that these 
tend to draw the “looker” or “win- 
dow shopper” cioser to the store 
entrance and thus lead him into the 








store itself, almost before he knows 
he is there. 

The past few years have witnessed 
marked developments in connection 
with courtyard and island windows, 
arcades, double arcades and the like, 
designed to act as a sort of funnel 
through which incoming traffic is 
directed toward the store entrance. 


O far as the trimming of win- 

dows leading up to the store en- 
trance is concerned, it should be 
remembered that men, more than 
women, are inclined to obey the in- 
junction “Keep to the right,” and 
therefore articles intended to appeal 
strictly to the male portion of the 
population should be placed at the 
right of the entrance. 

While one or two articles of special 
value can well be featured in win- 
dow space which is at some little dis- 
tance from the entrance, the Sales 
Power of window displays is materi- 
ally helped by placing several of 
these “Specials” close to the door- 
way, thus inducing people to “step 
inside” while the buying impulse is 
at its height. 

It is for this reason that “island 
windows” and auxiliary display 
spaces close to the door make excep- 
tionally good locations for the show- 
ing of merchandise with a price 
appeal, while the larger windows can 
be used for centering attention upon 
style, quality or other factors of a 
more strictly institutional nature. It 
should be borne in mind, however, 
that main entrance ways to the store 


_ must not be made too narrow so as to 


cause undue crowding in the vesti- 
bule. - BE 
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Selling Hosiery with Shoes 


S a drawing card for the modern shoe store, the hosiery 
department too frequently fails to receive the proper attention. 


A “New Way” hosiery department spells increased profits and 
greater productiveness and automatically forces a showing of 
merchandise that is bound to build larger sales checks. 


The above illustration shows a “New Way” hosiery department 
in connection with our sectional, interchangeable shelving. With 
the flexibility of the “New Way” system, a department started 
today can be added to little by little until the ideal is realized. 


Further information concerning this new 
field for shoe dealers sent free upon request 


GRAND RAPIDS Sa CASE CO 


World’s Largest Manufacturers _ \\ of Finest Store Furniture 


a a ee ee ee ee oe ae 


wo coor 


/ Baltimore, Md. - New, York N.Y. 
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flame-shaped colored electric bulbs. 


Figure 1—An easily prepared Christmas Be sage mn The pointed panel, candles and 
wreath are symbolic. Candles may be mad 


in this article 


e from cardboard tubes and fitted with 
Color scheme and construction are described 





Prepare Now for 


Holiday Window Displays 


OVEMBER is usually a very 
N busy month and the shoe 

merchant has not a great 
deal of time to spend over his 
window displays, but it must be re- 
membered that December will be 
busier still, and that preparations 
for the Holiday displays have to be 
made. If the display settings for 
Christmas have not been made they 
should be got under way imme- 
diately. 

There is danger that the Holiday 
business in footwear will be lost to 
the shoe merchant. It is only by his 
own efforts that it may be retained, 
and even stimulated to such an ex- 
tent that it may be largely increased. 
The competition of merchants in 
other lines is growing more intense 
and the shoe merchant must in- 
crease his effort to retail his Christ- 
mas trade in order to meet this com- 
petition. 

One reason for the possible loss 





By A. E. Edgar 


of business in our shoe storeslies 
in the growing custom of giving 
more expensive gifts to members 
of one’s immediate family. The ease 
with which expensive jewelry, 
radios and other merchandise may 
be purchased on time payments, is 
not lessening the danger to the 
shoe gift business. To meet the 
advertising of these competing 
lines the shoe merchant must offer 
a good quality of merchandise. He 
must place his offerings before the 
buying public in such a way as to 
appeal to their sense of the fitness 
of footwear as gift merchandise. 
The footwear cannot be decorated 
with Christmas symbols, but the 
package can. It is an easy matter 
to put up footwear in Christmas 
boxes. In cases where boxes can- 
not be obtained, decorated Christ- 
mas wrapping paper can be used, 
and the gift package tied with nar- 
row red ribbons, or red and green 


labels 
and greeting cards can also be used 
to give the gift an appropriate ap- 
pearance. 


cord. Christmas stickers, 


UT this is only the first step in 

the Christmas campaign for 
business. After the footwear has 
been given a Christmas appearance 
it must be displayed in a Christmas 
setting, both inside the store and 
in the windows. It must also be 
aggressively advertised as Christ- 
mas gift merchandise. This adver- 
tising should emphasize the appro- 
priateness of footwear for gifts, 
especially to the members of one’s 
own family. Footwear should be 
offered as a useful gift. The fact 
that for many months the recipi- 
ent will receive pleasure from the 
gift should be stressed. 

There is practically no line of 

footwear carried in the . 
store that cannot be offered as 
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Nationally 
UseStertings Reflectors. 


HOW WINDOW LIGHTING is a mighty important item with such well- 
known shoemen as O'CONNOR & GOLDBERG, FLORSHEIM, 
HANAN & SON, and other leading shoe merchandisers who recognize the 
tremendous value’ and importance of the show window as a means of 


multiplying shoe sales. 
Fine stores, fine merchandise and fine displays. Naturally their requirements 
were for fine, effective, efficient SHOW WINDOW LIGHTING and 


Sterling smrriz Reflectors 


are doing the job. The sales-promotion policies which guide these stores to greater 
and greater success may probably be helpful to you. GOOD WINDOW LIGHTING 


is one of them. 


Send us a rough pencil sketch 
of your show windows giving ap- 
proximate size and our Show 
Window Lighting Engineers 
will, without the slightest 
obligation, make sugges- 
tion for lighting them 
effectively and effi- 

ciently. 





Reflector & Illuminating Co. 


Representatives in All Principal Cities 
1413 West Jackson Blvd. 
Chicago, U. S. A. 
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merchandise, but the more salable 
lines will be found in the novelty 
footwear for women, sport lines, 
men’s slippers, hosiery, buckles, 
shoe trees, kits, etc. Rubber boots 
and slippers for the boys and girls, 
comfort slippers for the older mem- 
bers of the family, boudoir slippers 
for the younger set and evening 
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dows it will be a good plan to util- 
ize one of them for a Christmas 
setting in which no merchandise is 
shown. This should present an 
original Christmas scene, such as 
the Journey of the Three Wise 


Men, Santa Claus Visiting the 
Home, Santa Claus’ Work Shop, 
etc. The average shoe store has 
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plays attractive. They are of a 
varied type, and it is possible to 
combine the display decorations 
suggested in each and produce 
other settings. 

The setting illustrated in Fig. 1 
is very attractive, it affords plenty 
of space for the display of mer- 
chandise and will get the business. 


Figure 2—This_ setting 
calls for no special back- 
ground—-just a neat panel 
or frieze across the length 
of the window, lettered 
with “Merry Christmas” 
or other suitable copy. 
The wreath und candles 
can either be bought or 
made as explained. The 
floor arrangement is a 
series of steps. It can 
very quickly be installed, 
with a minimum of time 
and material 


















































Figure 3—For the Christ- 
mas trim in a window 
with caen stone or similar 
background, a special 
panel representing a win- 
dow with leaded panels is 
suggested. Over this is a 
curtain pole, supporting 
the drapes und. Yuletide 
decorations as sketched 


5? 
=~” 
. 


slippers are all good lines to fea- 
ture in the Christmas ‘gift list. 


Windows Face Competition for 
Beauty 


HE window displays mrtst be 

of a distinctly Christmas type. 
The displays will have to compete 
with the displays in other stores, 
as well as the merchandise. Un- 
less they can rank among them and 
be as attractive, the public will 
give them little attention. They 
must reflect the Christmas atmos- 
' phere and be bright and cheery. If 
‘the store has more than two win- 
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but ‘two windows, and both of them 
should be utilized for the display 
of merchandise, but the settings 
should be distinctive and appro- 
priate. 

Christmas decorations should be 
ordered as soon as possible in ad- 
vance to insure timely delivery as 
the artificial flower houses are 
rushed beyond capacity at this sea- 
son. 


Materials Should Be Ordered Now 


E present three settings: that 
will offer the shoe merchant 


ideas for making-his Christmas dis- represent a 


‘erépe paper. Pale blue or 


out of wall board. It may be painted 
with water paints, but a cleaner 
may be made by covering it 


is saggested for the 
be used, but it 


joe kee ny pig in 
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RIBBONS 


The present vogue for Style oxfords calls for attrac- 
tive ribbon lacing. 


COLUMBIA RIBBONS 


in black and colors are recognized for their quality 


and appearance. 


READY TIED BOWS 


for strap and throat ornamentation in many attractive 


%€G us pat OFF 


patterns. 


May we submit samples and prices on both of these 


items? 


THE COLUMBIA. RIBBON CO. 


PATERSON, NEW JERSEY 


NEW YORK OFFICE BOSTON OFFICE 
21 WASHINGTON PLACE, COR. OF GREENE 60 SOUTH STREET 














More Profit <eel | _ More Profit 
From Your Pe Stns Yo From Your 
Windows 44% WE S Let! COC)» 


Now your windows can pay big dividends! In the following issues of 
this magazine we will tell you how Fairy Display Forms can bring win- 
dow shoppers into your store. . . . Your shoe-manufacturer will furnish 
display Fairy Forms. Write today if you want full information quickly. 


The Shoe Form Company, Auburn, N. Y. 
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Figure 4—This Thanks- 
giving set piece can be cut 
out of wallboard by some 








handy man in the store. 











For the poster use a de- 




















sign of Colonial days. The 

fruits of the harvest sym- 

bolize the Thanksgiving of 
1926. 


Figure. 5 — Before the 
Thanksgiving trim goes 
in, or between it and the 
Christmas setting, an idea 
like this is appropriate. 
Any distinctive floral 














frame of evergreens to soften the 


glare of the bright color. The 
panel may be laid off in panes to 
represent a window in. any case, 
when this is desired. 


HE platforms and feet upon 
which the base of the decoration 
rests may be made of boards and 
covered with white crepe paper, or 
a white fabric. The circular part 
of the decoration may be cut out 
of wallboard or cardboard. It may 
be covered with crépe paper, or 
painted and covered with metallic 
flitters. The star, also of card- 
board, may be pasted on the deco- 
ration. The candles may be painted 
on wall board and cut out. Any 
showcard writer or sign painter can 
do this if the merchant doesn’t 
care to undertake it. A more at- 
tractive appearance can be given 
the decoration by using cardboard 
tubes for the candles; and turned 
wood candlesticks: These may be 
wired and fitted with electric light 
bulbs in flame design. 
The background. of the -window 


is covered with a drape of green. 


sateen, or other fabric. -Green 
erépe paper may also be used for 
this purpose. The holly wreaths 
may be omitted and other Christ- 
mas decorations substituted. It is 
not necessary to blindly follow the 
designs in detail. They are offered 
as suggestions which may form a 
basis for the construction of set- 
tings with the materials the mer- 
chant finds at hand. — 








decoration may be used 
against two colored panels 
cut from wallboard 


Fig. 2 Can Be Produced Quickly 


HE setting illustrated in Fig. 

2 is very simple, and it can be 
constructed in the back shop from 
inexpensive materials. A board is 
used as the support of the decora- 
tion. This is easily fastened across 
the back of the window, and others 
along the sides. If the merchant 
cannot paint the words “Merry 
Christmas,” he can have it done 
outside the store, or use a freize of 
crépe paper printed in Christmas 
symbols. 

The decoration consists of a 
wreath with the center filled in 
with a sunburst. The wreath may 
be purchased ready for use, and 
may be of holly or evergreens. It 
may be cut out of wood ‘or card- 
board and covered with a padding 
of cotton or excelsior, and finally 
wrapped with green silk or sateen. 
The sunburst may be plaited over 
a cardboard disc of the proper size 
and the wreath used as a frame. 
The star and poinsettia are then 
added. 


E candies « and - candlesticks 
should be of large size. The can- 
dle sticks may be made of light 
lumber and square as indicated, 
molding giving it a finished ap- 
pearance. The candles are made 
of cardboard tubes as already sug- 
gested in the foregoing text. . 
' The floor arrangement. isin. a 
series of steps. This. gives room 
for a large display footwear, 
and in the 


case of men’s slippers, 























for instance, presents every line in 
review before the prospective pur- 
chaser. 


For a Caen Stone Back 


N Fig. 3 is: offered a suggestion 
for those stores where a caen 
stone background has been in- 
stalled, although the central deco- 
ration is suitable for use in front 
of the paneled backgrounds of 
other windows. A curtain pole is 
erected in the window and the 
drapes hung over it at each end. 
The space between is filled with a 
panel laid off in rectangles to rep- 
resent a window. The glass may 
be represented by blue or green 
paper, the sash by white or black 
tape..-, ; 
A holly wreath is used to frame 
a cardboard disk of bright red. The 
star is held in place by means of 
tinsel cords running from it to the 
edge of the disk, where they are 
fastened. The lantern is made of 
cardboard and may be round or 
square as the merchant finds it 
easier to construct. An 
light should be used in this, if at 
all possible, as it will greatly add 
to the effect of the setting. The 
openings in the lantern may then | 
be covered with red parchment 
paper, celluloid or other material — 
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That’s A Perfect Job! 


Wie a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dyz. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 


no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24%-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren St., New York City 
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cord and tassel are attached at the 
bottom of each pocket. The ar- 
rangement of the Christmas foliage 
is shown. 


Thanksgiving Window Themes Are 
Simple 


rWNHE Christmas settings will not 
be used before Thanksgiving, of 
course, because the shoe merchant 
must make the most of this festive 
occasion. It is not hard to install 
appropriate Thanksgiving windows. 
The usual symbols, turkeys, horns 
of plenty, fruits and vegetables, 
rural scenes, etc., may be freely 
used. In Fig. 4 a setting is sug- 
gested. The poster represents a 
colonial Thanksgiving, the vege- 
tables a Thanksgiving of today. 

A few corn stalks, stalks of 
grain, a pumpkin or two, a bright 
colored and curiously shaped 
squash may be used on the floor of 
the window between the footwear 
displayed. 

Shoe merchants should not per- 
sist in using the same paneled 
backgrounds from one end of the 
year to the other, but should get 
a little brightness into the displays 
by using decorative panels and set 
pieces. The suggestion illustrated 
in Fig. 5 can be made locally. The 
tall panel and the circular panel 
may be cut out of wall board, and 
when properly braced at the back 
with wooden strips will stand erect 
in the window. It is suggested that 
the tall panel be a light tan and 
the circular panel be light blue. 
Any floral decoration may be used 
in front of this. Decorations of 
this nature afford an easy way io 
secure a change in the appearance 
of the window displays, and a 
change is desirable, if not a neces- 
sity. 


Thoughts on Show Cards 


E reproduce three showcards 

containing ideas that the shoe 
merchant will find useful. Card A 
is decorated with a picture cut 
from an advertisement. The meth- 
od of pricing suggests that the 
window display consist of a show- 
ing of footwear at this single price. 
It is a good plan to feature a price 
as well as the entire line of foot- 
wear. 

Card B is decorated with a pic- 
ture taken from the RECORDER 
pages. The new novelty fastenings 
should be featured in the advertis- 
ing and displays. Footwear with 
various types of buckles and fast- 
enings should be 
in the window 


: 





ee gpa gg in a room adjoining the 
“main salon. 
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Novelty 


fastenings 























Smart 
Autumn See our new 
Footwear are the ‘atest Thanksgiving 
Jen Dollars fads for fa//- Novelties 
Showcard A Showcard B Showcard C 


If you have illustrations 
on this order in your 
own ads, use them on 
show cards too. The tie- 
up w worth while 


features of 
displayed. It 


Make some of your show 
cards specific to certain 


points of styling that 


A Thanksgiving show 
card idea that’s easy to 


execute. Get a picture 
of a turkey cul trans 
the outline as indicated 


the shoes 
is the little 


make shoes attract 


Card C is for the Thanksgiving 
display. The outline of the turkey 
may be drawn on the card before it 
is lettered, and if the cardwriter 
finds this difficult, he should pro- 
cure a picture of a turkey and trace 
it on a sheet of paper, and then 
transfer it to the card, inking it in 
later. The sentiment of the card 


is worthy of constant use, for we 
ought to be thankful for our 
American shoemaking. 

No matter how busy the merchant 
may be he should not neglect his 
window displays for the purpose of 
doing something else. If he does, 
he is apt to find himself less busy 
in every way than formerly. 


a ___________ 





- New Seattle Shoe Salon 


SEATTLE—Setting a new standard 
in elegance and charm for Seattle, 
the new Fifth Avenue shoe shop of 
Harry A. Perkins, Inc., devoted éx- 
clusively to women’s and misses’ 
footwear, was formally opened re- 
cently. The store was established 
by Harry A. Perkins, for several 
years manager of the shoe depart- 
ment of the Frederick & Nelson De- 
partment Store in Seattle. 

Atmosphere and home-like com- 
fort are the predominating features 
of the Perkins’ shop. The design of 
the store is Moorish. Woodwork is 
of dull finish brown mahogany, while 
the walls and ceiling are of buff, 
splash finish, with highlights of pale 
buff. Graceful window arches with 
wrought-iron grills relieve the 
height of the high ceiling. All stock 






In the rear of the’ 


salesroom is a ladies’ lounge “and - 


aN eats hoe ee 


antique green. On this is displayed 
a pair of shoes. The balance of the 
window, several feet in width, is 
given over to the display of three 
other pairs of shoes, arranged with 
extreme simplicity. 

The formal opening of the new 
_— was marked by a public recep- 
ion. 


New Denver Store Opened 


DENVER—Flowers were given tq 
all lady visitors attending the for- 
mal opening of Arnold’s Glove Grip 
Boot Shoppe, 529 Sixteenth Street, 
this city, recently. A. L. Durkee is 
the proprietor of this new establish- 
ment. A beautiful and harmonizing 
fitting parlor is provided in the new 





















BOOT AND SHOE RECORDER October 30, 1926 





OONE INA 


PLAS) 


SLIPPER & HOSE 
DY? 


For dyeing SATIN, MOIRE and 
BROCADED shoes to match evening 
gowns. 

24 Colors to a Set 


Refills always on hand 


$15.00 Per Set 
Including Color Card 


EXCLUSIVE AGENTS 
JEFFERSON IMPORT CO. 
1328 Broadway New York 
Marbridge Bldg. 








IMPORTERS OF BUCKLES, MULES, DEAUVILLE 
SANDALS, HEELS, LEATHERS AND BROCADES 





IN STOCK 


FINE CLOTH 
OVERGAITERS 
Doz. Pr. 
Men’s Gray 5 Button $16.80 
Men’s Fawn 5 Button 16.80 
Men’s Black 5 Button 8.50 
Women’s Black, 10 Btn. 11.40 


Rhinestone Buckles, Cut Steels, 
Pump Straps, Fancy Laces, etc. 


LINCOLN STORES SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 
Leaders in Novelty Findings 


IN PATENT, SATIN AND COLORED LEATHERS—$0.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 

Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 
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eros T Dhhos 
STON CO., ARCHT'S. 


THOUSANDS OF 
SATISFIED OWNERS 


From this safe and original glass setting, 
thousands of beautiful, efficient store 
fronts have been wrought. 


ANY times merchants return for their sec- 
ond and third Kawneer installation and say 
nice things about their former fronts. Ar- 
chitects endorse Kawneer. What greater evidence 
of a proven product can we offer merchants who 
are about to remodel their show windows? 

Here’s what Mr. E. J. Zahn of Racine, Wis., 
owner of the new building above, writes: “This 
is the second “Kawneer” installation since 1918 
for Zahn’s, so you can see what we think of Kaw- 
neer Fronts.” 

Mr. L. A.Weickgenant of Battle Creek, Mich., 
writes: “Our old Kawneer gave us such satisfac- 
tion that we did not hesitate to decide on another 
Kawneer when we erected our new building.” 

The coupon pinned to your letterhead will 
bring a book showing numerous types of store 
fronts suitable for your line of business. 





ONSULT YOUR ARCHITECT 





SOLID COPPER 


STORE FRONTS 













i} Look on the sill for th 
Name Kawneer. 
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Use this Coupon for'| 
Catalogs and Literature 
on Store Equipmentand 
Specialty Merchandise 


The Western Service Department of the Boot and Shoe 
Recorder furnishes gratis to subscribers information and 
suggestions on matters of store equipment and specialty 
merchandise. 


To dealers checking the coupon below catalogs and literature 
will be sent by some of the leading manufacturers of the 


articles specified. 


To aid in finding just what you want, please inform us as fully 
as you can regarding your requirements. 


(] Show Decorations 
. iheck ae Systeii oO | ae Ena toes Remarks 

s \ hapa ri ackgrounds 
i. Bookkeeping System Le Phcsaues 

A Pill 
w 

ee Dome : 5 Talsees 
0 Store Front Construction © Decorating Pash 


| aga Office Equipment 
T] Shelving DF Adding Nag 

eeping Systems 
EE ent Check Protector 


C) Seating 
0 Fitting Stools Sales Check Books 


OC) Window Lizhting Merchandise 
C) Interior Lighting C] Hosiery (kind) 
a rome — () Arch Supports, metal 

aan menvters [] Arch Supports, non metal 
C) Cash Carriers [] Shoe Dressings 
O —oaer Sales Regis- C] Shoe Ornaments 
(0 Foot Measuring Devices Cj Shoe Trees _ 
() X-Ray Machines Miscellaneous 

OC) Repair Equipment 

Window Equipment : on F conan Equipment 
(1 Permanent Backgrounds C) Stock Boxes 
C] Shoe Display Fixtures O) Carton Labels 
() Hosiery Display Fixtures ( Literature on Leather 
C) Leg Forms (] The Hosiery Survey 


C) Color Reflectors C) Booklets on Leather 
0 For Men 

( Advertising Novelties For Women “Aidbeds : | 

| 


























For Children 


0 For Men 


() Souvenirs {5 For Women 
() For Children City and State 





Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago | 
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Make Your Christmas Windows 


The Brightest Spots in Town. 
Schack’s New 
Wonder Spot or Flood Lights 
Will Do It. 


Send In Your Order Today! 


bey ge “ — of ng te the only 
. metal in the world that will not corrode, rust or 
Schack’s New a gi is no sno pes ‘ee, -_ _ 
s - urn off like glass with mirror back. ey wi 
mesg % stg) last a life time. Guaranteed for 20 years. 


Each lamp is equipped with shutter, 4 foot 
J ust Of the Press cord, 6 color screens and standard screw base Electric Lamp not 
Send for Your Copy Today plug and socket that will fit any installation. included. Use a 200 


It’s Free! 
State whether Spot or Flood light is wanted. an Bonnie 5 


Schack Artificial Flower Co. 


Main Office and Factory: #4 Downtown Salesroom: 
134-140 N. Robey Street Chicag Oo 63 E.. Adams Street 





























NEW, NOVEL, SELF-ADJUSTING 


SHOE TREES 


TheBostonTree A new type of Shoe Tree, The Ritz Tree 
jek Weinin self-adjusting to all sizes, for Men and Women 
with direct pressure €X-  xEhonized wood toe and 

All metal, beautifull age cama 
nickel plated. Packed  €fted from toe to heel. At- bee! pieces. Nicketed 
one pair to a carton. | tractive—-sturdy—fast sell- ee ee Bere 


ing. Packed 12 pr. to @ carton. 
Men’s $5.50 per Doz. 


$7.50 U. S. Specialty Mfg. Co. Packed @ or. to « carton. 


The Shoe Tree House of America Men’s have larger toe 
and heel pieces and fix- 


per doz. W. Somerville, Mass. 





NO. 600 BLACK KID 


The best argument we know of 
MADE ON RIGHT AND LEFT LASTS for Greeley Boudoirs is the exclu- 
Woman’s 24%4to8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA you samples and prices? 
A. W. GREELEY | 
Manufacturer 
Haverhill 
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FAMOUS 


AMERICAN SHOES 


Made with 


The Shoes illustrated are made by 


GEORGE E. KEITH CO. 


BROCKTON, MASS. 


The presence of BARBOUR 
STORMWELT and BAR- 
BOUR DOUBLEDECK 


in the nationally famous 
WALK-OVER line is an 
endorsement of the value and 
sales appeal of these two items 
which is most significant. 


Quality 1s a paramount con- 
sideration in the construction 


of WALK-OVER Shoes, 


and the standardized excellence 
of solid ° sole leather 
STORMWELT. and 
DOUBLEDECK meets their 


exacting specifications. 


The YOUNG MEN in 
YOUR town are waiting for 


these two shoes. 


BROCKTON, MASS. 
__ THE SIXTH IN A SERIES OF “FAMOUS AMERICAN SHOES” 


Sra ty ee ee ee cm 


BARBOUR WELTING CO. 
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“Daddy” Earle Talks to 
Chicago Boys 


The Chicago Shoe Travelers’ As- 
sociation held a meeting on Satur- 
day, Oct. 16. Among those present 
was “Daddy” Earle, who gave an 
interesting talk on “What Associa- 
tion Has Accomplished for Me.” 
Frank B. King gave an inspiring 
talk on “Shoe Styles and Coopera- 
tion with the Manufacturers and 
Tanners.” Waldo M. Oakman, a 
member of the N. S. T. A. Insur- 
ance Committee, outlined what has 
been accomplished by the National 
in putting into effect N. S. T. A. 
group insurance. 


Calvey with Jellerson-Rafter 


The Jellerson-Rafter Co. of Nor- 
way, Me., has recently acquired the 
services of “Horse-Power” Calvey, 
otherwise known as Henry P. Cal- 
vey. He will cover the volume trade 


throughout Ohio, Indiana and 
Michigan, his old “stamping 
ground,” for this house. Mr. Cal- 


vey has had an experience of twen- 
ty years as shoe buyer and shoe 
salesman. For eight years he was 
shoe buyer at the B. R. Baker Co., 
Cleveland, and also opened the shoe 
department of the W. B. Davis Co. 
in that city; he also conducted two 
of the Emerson shoe stores. 





O’Connell with Godman 


Dan P. O’Connell, a former exec- 
utive of the Northwestern Shoe 
Travelers Association, is now car- 
rying the H. C. Godman Co.’s line 
in North Dakota, Montana and 
Wyoming. Dan says that he is 
much pleased with his new line and 
hopes to send a big bunch of orders 
into the Columus factory before the 
Christmas holidays. 


Davidson with P. Sullivan 
W. J. Davidson, for ten years 
with the Utz & Dunn Co., now rep- 
resents P. Sullivan Shoe Co. of Cin- 
cinnati. Mr. Davidson is back 
again on his old territory—New 
York State—for his new connection. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 














Congratulations to 
N. S. T. A. 


Secretary T. A. Delany is in 
receipt of many commendatory 
letters from various members 
of the N. §. T. A., as well as 
from shoe manufacturers com- 
plimenting the members of the 
National Insurance Committee 
on their splendid work. One 
letter read about as follows: 
“You boys who have ‘put this 
thing over’ have done a won- 
derful thing for the associa- 
tion, and those who are sit- 
ting on the side lines and do- 
ing nothing but getting the 
benefit of this feature of asso- 
ciation work do not realize the 
magnitude of the task. The 
N. 8S. T. A. Insurance Commit- 
tee deserves the thanks of the 
entire membership. This N. 
S. T. A. insurance is not only 
going to-benefit a great many 
travelers and increase mem- 
bership in the locals and na- 
tional, but it will introduce a 
more friendly spirit among 
competitors from the fact that 
they are ail brothers in this 
big association feature.” 













































Aronson Travels for Greene 


D. L. Aronson, one of the “all 
star” salesmen for The Greene Shoe 
Mfg. Co., Boston, covers the South 
and then west to the Pacific. Mr. 
Aronson, who lives on the coast, 
was recently interviewed while on 
a visit to the Boston factory, and 
reported that conditions in -his ter- 
ritory are very satisfactory. S. L. 
Slosberg, vice-president and sales 
manager, who also covers some of 
the large accounts of the country, 
said that his factory is turning out 
8000 pairs daily, and that sales- 
men are starting out in November 
for spring business. Tim Murphy 
covers New York State for this 
house. 


Whalen with Weber Bros. 


John J. Whalen, who has had a 
wide experience in men’s shoe sell- 
ing, having represented Condon 
Bros., Preston B. Keith Shoe Co. 
and the Royal Shoe Co., is now sell- 
ing the line of -Weber Bros. Shoe 
Co. of North Adams. Mr. Whalen 
will cover his old territory—west- 
ern New York, Pennsylvania and 
West Virginia. He is a former 
president of the Pennsylvania Shoe 
Travelers’ Association and of the 
Boston Shoe Travelers’ Association. 
He is now president of Brockton’s 
City Council. 


Marshall and Slattery in 
Los Angeles 


Stanley Marshall, Pacific Coast 
representative for Johnston & Mur- 
phy, is in Los Angeles for a few 
weeks. With him is John (Jack) 
Slattery, the superintendent of the 
J. & M. factory. This is Mr. Slat- 
tery’s first trip to Los Angeles—or, 
in fact, to the Pacific Coast, and he 
has been splendidly entertained by 
the Wetherby-Kayser Co.’s men’s 
salesmen. Mr. Marshall and Mr. 
Slattery were guests of the Wether- 
by-Kayser Shoe Co.’s Employees’ 
Association on Oct. 14, on which 
occasion Richard L. Prather of the 
Pacific Coast, associate editor of 
the RECORDER, was the speaker of 
the evening. “<3 
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THE FRAT 
VERY COLLEGIATE 


and SEE IT 


FT sleek yet durable leathers, selected with one purpose,—supe- 
rior dance ties. Patterns especially drafted to fit at every point— 


from heel to toe. Made on custom and collegiate lasts and carried in 


stock. 


Specialists in dance ties—we are certainly all,of that, with four styles in 
stock—all constantly moving. We honestly endeavor to build more worth, 
more selling points into these dance ties than are in any others. 


Size a few pairs into your present stock. Compare them for quality, for 
fit, for selling appeal. If- you don’t find them better—return them at our 


expense. You are the judge. 


O O Usually retailed at $8 
Price sd Stock No. 460 Patent Oxford Copley Last 
Stock No. 461 Calf Oxford Copley Last 


Stock No. 455 Patent Oxford Frat Last 


THE COPLEY 
A CUSTOM TOE 


THE GHT 
Jost MET or 





E. T. WRIGHT & CO., ROCKLAND, MASS. 





























October 


80, 1926 








This is A. Maples and his car. 
Both are pretty substantially 
built—and that car sure does get 
Mr. Maples over the territory. 
There you have the two reasons 
why Crossett shoes are growing 
so fast in popularity down in 
Texas. For more than 20 seasons 
Mr. Maples has traveled through 
this land of oil and cowpunchers 
and has made a host of friends, 
who admire his whole-hearted 
smile and respect his sincerity. 
He was a pioneer in using a car 
for selling shoes in Texas when 
others said it could not be done. 
He has the same record when it 
comes to selling new accounts. 
This new Stetson hat was won in 
a prize contest, when Mr. Maples 
showed his ability to sell Cros- 
setts and came out in the lead of 
his brother salesmen. He believes 
in his State; he believes in his 
line; he believes in himself—re- 
sult is SUCCESS 





J. Louis Frederick of Greenville, 
Pa., who represents The Stanley 
Duttenhofer Shoe Co. of Cincin- 
nati, snapped with some of the 
fish he caught in French River, 
Ontario, while- on his vacation. 
Mr. Fisherman Frederick’s head- 
quarters were at the Solid Com- 
fort Fishing Club Camp, which 
he says is one of the’ finest and 
best equipped in Canada. It is 
situated on a fifty-uere island. 
“Fishing was excellent this sea- 





hofer Shoe” for 31 years 
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Walk-Over Salesmen’s 
Line-Up 


A few changes are noted in the 
personnel of the Geo. E. Keith Co. 
salesmen, most of whom are now in 
or on their way -to their territories 
following the recent annual fall con- 
ference. Here is the line-up: 

Men’s Salesmen—G. H. Wilkins, 
cities; H. R. Churbuck, cities North; 
O. R. Smith, cities South; F. R. 
Wall, cities Midwest; C. A. Ben- 
jamin, Michigan, Indiana, Ohio; E. 
B. Carr, Pennsylvania; J. W. Con- 
don, southern New England; C. A. 
Shaw, Kentucky, Tennessee; D. B. 
Stover, Virginia, West Virginia, 
North Carolina; R. H. Launder, 
California, Arizona; J. D. McRobbie, 
Washington, Oregon; Mose Smith, 
Oklahoma, Arkansas; P. E. Cush- 
man, Texas, Louisiana; C. N. Alex- 
ander, Carolinas, Alabama, Georgia; 
E. W. Baker, Florida, Georgia; F. 
W. Townsend, Mississippi, Louis- 
iana; M. H. Pingree, northern New 
England; H. A. Holzer, New York, 
New Jersey; C. H. Keith, Pennsyl- 
vania, New York; H. McClelland, 
Pennsylvania, Ohio; H. H. Hough, 
Indiana, Ohio; E. Harnesk, Michi- 
gan, Ohio; T. F. Mendall, Illinois, 
Wisconsin; S. W. Smith, Minnesota, 
Dakotas; C. Burt, Iowa, Nebraska; 
Lewis Jones, Missouri, Kansas; L. 
Randall, Iowa, Minnesota. 

Men’s and Women’s—H. C. Sand- 
strom, Montana, Idaho; I. F. Briggs, 
Colorado, Wyoming, Kansas; E. F. 
Callahan, Texas, New Mexico. 

Women’s—C, J. Porter and C. L. 
Taber, cities; W. D. Pitcher, cities 
East; H. N. Keene, cities Midwest; 
H. A. Stubbins, cities South; W. E. 
Vawter, cities Coast; F. B. Riddle- 
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Meet R. L. 


Utz of Kansas City, 
who has just taken over the rep- 
resentation of the Helmholz Shoe 
Company’s line in Kansas and 
Eastern Missouri. Mr. Utz says 
that he is very much pleased 


with the new samples of the 

growing girls’ welts and chil- 

ing forward to a splend’d busi- 

ness among the good merchants 

dren’s stitchdowns, and is look- 
in the Southwest 


berger, cities Midwest; J. J. Con- 
don, Michigan, Indiana, Ohio; R. B. 
Mendall, Pennsylvania; R. E. Jack- 
son, New England; E. L. White, 
Virginia, West Virginia, North Car- 
olina; Frank Tilt, California, Ari- 
zona; H. N. Baker, Florida, Georgia; 
R. E. White, New England; E. C. 
Winters, New York, New Jersey; 
A. R. Corayer, Pennsylvania, New 
York; C. T.. Hudson, Ohio, Ken- 


tucky; H. E. Mackinnon, Indiana, 
Illinois, Michigan. 
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REG.U.S. PAT. OFF. 


Basketball and gymnasium teams, more and more, are 
favoring Keds. The new numbers and improved favorites 
have established Keds as the standard shoe line for all indoor 
athletics. With the season now about to open, you can build 


up your fall profits with a representative stock of Keds. 


United States Rubber Company 


“SPRING-STEP” 
A new arch cushion Keds. 
Relieves foot strain. Arch 
supporting stays. 


“CREPE SOLE \ 4 2 
METEOR” . “COMET” 
Feather-weight shoe. ~ Famous basketball shoe 
vulcanized crepe sole. / with many sure-selling 

Great favorite. “4 features. 
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More Pairs 


Footwear, 
County, Ohio, 

Rubber Sales 
40 Per Cent 


SPECIAL display of canvas 
A river soled shoes is as timely 

for winter weather, as for sum- 
mer-weather trims. The more -fre- 
quently this type of footwear is 
featured, the larger will be its sales. 
School “gyms” are now in full swing, 
and if the boys and girls of the 
neighborhood would be properly shod 
for “gym” work, they must wear 
canvas rubber soled shoes. There is 
a new interest in basketball, volley 
ball and tennis this season. The lat- 
ter game, especially, has been given 
added impetus, with the newspaper 
publicity accorded to the professional 
and amateur tennis players—from 
Suzanne Lenglen, down to the latest 
local tennis favorite, all of whom 
necessarily wear canvas rubber soled 
shoes. Live-wire retail shoe mer- 
chants are capitalizing on this fact. 
They realize that sport appeals to 
the public in general who like the 
action, the spirit of contest, or en- 
thusiastic struggle, there are a de- 
lightful part of the game. These 
merchants also realize that on ac- 
count of this mental attitude of the 
public, sport shoe trims will sell 
more pairs, if the merchandise is 
surrounded with the atmosphere of 
the game. 


SHER & NAUMANN of El 

Monte, Cal., caught the signifi- 
cance of this fact in the trim shown 
above. It will be noted that the fig- 
ures of the American boy and the 
man are in action, and are flanked on 
either side by the words—“Endur- 
ance and Speed.” Asher & Naumann 
also believe in making a definite ap- 
peal to the auto-tourist, to which 
class of trade the progressive retail 
shoe merchants of the country have 
found that it pays to talk, through 
attractive trims. 


HILE remembering that canvas 
shoes are year-round sellers, 
good shoe merchandisers, such as 
A. D. Mervin of Washington County, 


Over 


Action in Ganvas 


Windows Sells 


How Mervin, Merchandiser of 
Washington 
Boosted 
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This window of Asher & Naumann, El Monte, Cal., 


play Contest. 







trimmed by 
George E. Newland, won a $10 prize in the 1926 Keds Window Dis- 


El Monte is located thirteen miles east of Los Angeles, 


on Valley Boulevard, which is the main highway to Los Angeles 
from the east and south. An average of 3000 automobiles pass these 
windows every day. The i. displayed was reproduced from the 


Keds “Saturday Evening 
letters in dark blue. 

figure in neutral tones. 
Keds material. 


t” ad; 
The man’s figure was in gray and the boy’s 

It was framed, with a neat gold mat, from 
“Asher & Naumann are to be commended on their 


it had a light blue ground, with 


original conception,”commented George Smith, chairman of the Keds 
Contest Committee and one of the deans of display men of America 


Ohio, inaugurate special “stunts” to 
increase sales, during the months 
that are just ahead, on their general 
stock of rubber footwear. 

By exchanging old rubber foot- 
wear for new rubber footwear, Mer- 
chant Mervin increased sales over 
40 per cent during the first three 
months of 1926—and he is now sell- 
ing goods to persons who formerly 
passed his store. The “stunt” is a 
money-saver for both the dealer and 
his customers, and Mervin introduced 
it to the public early in the year by 
the following newspaper advertise- 
ment: 


BRING YOUR DISCARDED RUB- 
BER BOOTS AND SHOES TO 
MERVIN’S STORE 
Any day this week and get 
a liberal allowance on a new 


pair 

NO MATTER WHAT CONDITION 

YOUR OLD RUBBER IS IN, IT IS 

WORTH SOMETHING; AND THE 

SAVING MIGHT AS WELL BE 
YOURS 


KNEW by experience that scrap 

rubber in rural homes was 
often wasted,” Mervin said. “And 
it occurred to me that thrifty per- 
sons would be glad to exchange it 
for new footwear. As there were 
several junk-dealers located in my 
village, I knew I could do the job as 
a business stimulator. A rear corner 
of the store was partitioned off, at a 


cost of only $3, and a‘set of scales 
installed. Arrangement was made so 
that very little of my time was re- 
quired, and I was soon prepared for 
the venture. Shortly after my ad- 
vertisement appeared the old rubber 
began to come in; arctics, boots, 
shoes and slip-ons. Each,fellow’s of- 
fering was weighed separately and 
he was given a slip bearing my valu- 
ation at the current price per pound. 
He then made a selection from my 
stock and this amount was deducted 
from the selling price. In this man- 
ner, a customer could make a cash 
saving of from 25c. to $1 on a pair 
of new shoes or boots. 


T was the same principle which 
country grocers use in taking 
butter and eggs in exchange for 
goods; and rural folks were quick to 
see the advantage of my plan. It 
enabled them to outfit their families 
at much less expense than would 
have been possible at a cut-rate bar- 
gain sale. The method caused me no 
inconvenience, because a junk-dealer 
called at my place, once a month, and 
bought the accumulation. I now use 
the feature continuously, to bring in 
business from distant localities. It 
works equally well with both town 





and country customers.” 

The Boston Rubber Shoe Co. is 
starting up its Malden and Melrose 
factories to full capacity. word 
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IN STOCK — NOW! 


HIS new Colonial Pat- 
tern is made on the same 
last as was used on our 


popular “Sassy” style. 


It has a particular appeal to 
the college type girl and to 
Ha~mered those looking for something a 


Steel ‘ » 
Buckle little different. 


“BIG BOY” 


GHT GOODYEAR WELT 
MODIFIED BALLOON TOE LAST 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bldg. Oakland, Ons. Office: 424 Belview Ave. 
B. (LAN S. KUSHINS 


W. MOYLAN 
Chicago Office: epee we. 
F. J. SA 


Cleveland Office: 1599 Union Trust Bldg. a os Angeles Office: 107 E. Sth Street 
A. F. JENKS Cc. E. VAN DEGRIFT 


F234 Gun Metal Calf $5.00 
F233 Patent Leather 5.00 





Sizes and Widths 











Write for Agency Proposition 


Makers of Menihan Arch-Aid Shoe 


AAA AAMC 


AAA 


i] 


al 





Shepherd Chow 
Patent Leather Ox- 
ford, Checker Calf Tan 3-Eyelet Tie, 
Trim; 13/8 ‘‘Wing- Alligator Tongue, 
foot’’ Heel. Also 
in Black Calf. Also 
in Tan, Brown i 
Beby Alligator Black Calf, 1 in. 
| gt a Heel. 

an q 

$3.50 $3.60 





Airedale 


Black Blucher Ox- = tg 
fod, Shovel Leather Alligator Trim, 1 
Heel, Tap Sole. inch Leather 1 eel. 
Also in Tan. As above. in Gun 
B and C. Metal Calf. 


$3.80 A, B and C., 
$4.00 


Thorobred 





Pointer 


Tan Blucher Ox- 
ford, Tap Sole, 9/8 
Leather Heel. 
A, B and ©. 


$4.00 





Setter 


Tan Blucher, Alli- 
gator Saddle,1l 
inch Leather Heel. 
A, B and ©. 























1926 









A 


HI 
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More Uniformity to Improvement 


in Shoe Trade Reported 


Renewed Activity at Many Retail Centers 


ORE propitious weather throughout the country seems to have stimulated the re- 
M tail demand for footwear last week, according to reports from various sections 
of the country. In the Middle West, where trade has been rather lethargic for 
several weeks, a definite gain has been registered, although the volume, in Chicago, for 


instance, is not up to expectations. 


Denver reports a brisk demand for shoes. 


Shoe 


stores on the Pacific Coast are busy. The East reports a steady demand for new sea- 


son’s shoes. 


Black is still in the leadership as a shoe color in all sections of the country. 


Patent leather continues to be the big volume seller. Satin is going better in some sec- 


tions. 


Red patent is gaining ground consistently. An even greater demand for reptile 


‘shoes has been registered following the appearance of Queen Marie of Rumania in this 


type of footwear. 


mand for blacks as a principal phase. 


Boston 


HE retail shoe business of 
Boston the past week is showing 
a satisfactory increase over that of 
the corresponding period of last 
year. Special windows, attractive 
advertisements, and merchandise 
which “backs up” this publicity, is 
responsible for the good results 
shown. In women’s shoes, black 
strap shoes are still the strongest in 
the offerings. Reptile trims on 
black, and all reptile shoes, are lead- 
ers. In men’s shoes, tans and 
blacks are featured in equal num- 
bers, and the popularity of tan foot- 
wear with the man customer is as 
great as that of the black. 
Children’s shoes are prominently 
displayed in those stores which carry 
them with -several brand new 
“grown-up” patterns and materials 
shown in footwear for the little 
folks. The findings counters are 
putting on a holiday gift atmosphere, 
with many new items. Bags in fancy 
leathers appear in a wide variety of 
patterns, and match shoes and 
hosiery; fancy boxes, be-ribboned 
garters; a big assortment of buckles 
and shoe ornaments; shoe horns in 
new array; scarfs and sweaters, are 
now novelties for shoe stores. The 
“findings department” of a few years 
ago, has been transformed into a 
permanent gift shop, and now that 
the holiday season is so near at hand, 
these sections have taken on an 
added active atmosphere, in keeping 
with “the Christmas Rush.” 
The new shoes show the high 


throat lines. While many high heels 
are featured, the biggest sellers are 
the 14/8 and 15/8 heels. Evening 
slippers, however, appear, in very 
high heels, in both pumps and strap 
patterns. Many stores are showing 
exquisite creations in  brocaded 
fabrics, as well as gold and silver 
kids, for evening shoes. Boudoirs 
and felt slippers are already selling 
well. Women’s Hosiery in service 
silks, chiffons, and in silk and wools, 
are strong sellers. With the highest 
grade stores, $4.00 is a popular price; 
with the great majority, a service 
stocking selling from $1.65 to $2 00, 
is a good number. Hosiery in the 
lighter shades, blending with gown 
and shoe, are the best sellers. There 
are some very lovely lace front and 
net women’s evening-wear hosiery 
being displayed, and sold. In men’s 
hosiery, clocked stockings in some of 
the better grades are being bought. 


Very effective is a shade of café au . 


lait silk, with clox in Hampstead- 
brown. 


Chicago 


OME of the lethargy has worked 
out of the trade in the past week 
and sales are reported as being con- 
siderably better, although still some- 
what disappointing in volume. Low 
heeled footwear up to the 14/8 heel 
heights, especially in the welt lines, 
has been good. As a matter of fact, 
there has been a decided upswing in 
the welt business, particularly in 
the “tomboy” type of footwear 
wide toes, three four 


> ee 


The men’s shoe business is showing improvement, with a strong de- 


ties with colored laces, among the 
younger trade. 

If any one color, aside from black, 
may be said to be popular, the vote 
goes to the russet or copper patent 
leather, which is being called for 
steadily in the shovs. This is espe- 
cially true in the grades up to ten 
dollars and not so marked in the 
higher priced lines. 

Tan calfskins and alligator grains 
in brown and tan shades seem to be 
the style note in the higher priced 
lines and many smart slipper novel- 
ties and oxfords are being sold. 
There is a steady demand among the 
smart women for a strictly walking 
or street shoe of a style appeal, and 
the alligator grain fits very comfort- 
ably into the mode of the moment. 

The most featured pattern right 
now is the modified colonial with 
gored quarter and large metal 
buckle. This novelty is to be seen 


black kid and calf, patent and the 
tan colors, and seems to be especially 
favored, as is the scuare toed patent 
leather model with a fairly large 
tongue, short vamp and buckle. 




























Get your 
order in 


NOW for 


Roop 


Shenew 
(@nverse 
Novelty 


-Galosh 





It is new! Neat! Stylish! Dis- 
tinctive! Style experts say so. Shoe 
retailers say so. And the public, 
from the college campus to the 
fashionable city street, says so. 


Uppers of the best quality double 
thread jersey, with non-crocking 
fleece lining. Colors are black and 


NEW YORK 
142 Duane St. 


PHILADELPHIA 
25 N. Fourth St. 





RUBBER SHOE Co. 


Factory and General Offices, Malden, Mass. 
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pall 


two-tone effects in Fawn and Bur- 
gundy with harmonizing sole and 
foxing. Made in women’s, misses’ 
and child’s sizes. 


Get your order in now to make 
sure of an adequate stock for the 
demand that starts with the first 
snowfall. 





October 30, 1926 


CHICAGO 


618 W. Jackson Blvd, 
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per shades offer the closest selling 
harmony with the fall costume col- 
orings. 

The men’s business is still excep- 
tionally quiet, with evidences of in- 
terest when weather conditions 
change enough to get the average 
man into the idea of winter foot- 
wear. Tap soles and tap sole effects, 
grained leather, long wing tips, 
pinking and perforations and plenty 
of weight, are all in the young fel- 
lows’ shoe ideas this fall, and “hot” 
style is selling the college and so- 
called “sheik” trade better than the 
average buyer. This holds good in 
the medium priced lines, say below 
$7.50, but above that trade is a bit 
below normal. 


Atlanta 


HOUGH shoe dealers in Atlanta 

complain a little about the condi- 
tion of business during October, in- 
clement weather having retarded 
sales to some extent, as a whole busi- 
ness appears to be fairly satisfac- 
tory as compared with last year. The 
same, however, can hardly be said of 
trade in the smaller towns and cities 
over the southeastern territory, be- 
cause the low cotton prices prevail- 
ing has generally slowed up business 
early everywhere, and it appears that 
the season will not be nearly as brisk 
as the southeastern trade had pre- 
dicted it would be unless cotton 
prices note an early increase. 

In women’s footwear, the Atlanta 
dealers state that the principal call 
is for patent leathers, particularly 
with trimmings. There is also a 
good call for colored kids, with tans 
and browns moving well, and a few 
brown and black suedes also, selling. 
Some dealers are also having a call 
for black satins, but as a whole this 
business is not very brisk at present. 
Straps, and fancy or tie effects, lead 
in the style preference, and are ex- 
pected to continue so through Fall. 

Incidentally, it is interesting to 
note that business during the month 
of September was very much better 
than last year, though as above 
stated conditions have slowed up 
things a little during October. 

In men’s footwear low shoes con- 
tinue to sell about 90 per cent com- 
pared with 10 per cent for highs, 
heavy grain leather being the pref- 
erence with the early Fall trade. In 
color, the primary demand now is for 
blacks, with tans running a close 
second, and it is generally believed 
by the dealer's in Atlanta that blacks 
will continue to lead the field during 
the Fall months. Business in men’s 
shoes was excellent during Septem- 
ber, but has slowed up lately because 
of inclement weather. 





St. Louts 


HE retail shoe business for the 

week ending October 23 was not 
active. Of the many retailers ques- 
tioned during the week regarding 
the situation, the answers were gen- 
erally of the same tenor “just about 
holding its own.” 

There are some who are frowning 
on the volume, when comparing the 
figures with a year ago. Few, how- 
ever, turn backward, where a review 
of the month of October in 1925 
would reveal the condition as ideal 
for retail shoe business. The weather 
was decidedly cold. The weather con- 
dition remained that way for the 
entire month and especially toward 
the close, the days were more frigid 
than those often experienced in Jan- 
uary. 

The style situation is becoming 
almost bromidical when trying to ex- 
press the relative positions of ma- 
terials. It’s been patent for months, 
is patent at present and to find the 
retail shoe merchant, who is willing 
to venture that it won’t be patent 
until Jan. 1, is analogous to locating 
the woman who has no desire to see 
Queen Marie. 

The demand for materials aside 
from patent, seems to favor black 
satin which continues on the up- 
grade. Each week finds the call a 
little more definite and huskier. 
Brown is doing nicely. Sport ox- 
fords; square toed effects find much 
prestige among the flapper types. 

Brown kid and calf in walking 
types are also prominent. Cherry 
patent is being discussed enthu- 
siastically, but most merchants are 
not going back for more when the 
present stock is gone. 


Milwaukee 


HE advent of cool weather in 

Milwaukee caused a spurt in 
business among the shoe retailers 
which they had been waiting for, 
and all reported that the volume of 
business had materially increased 
over the previous weeks. Elaborate 
modes for evening, black patents and 
some reptilians for street wear and 
black suéde oxfords for sports wear 
were the leaders in the ladies’ foot- 
wear department. 

One of the stores is featuring 
footwear made of fabric which can 
be dyed to match the gowns, and this 
style is moving for formal dress. 
The heels are very ornate and elab- 
orated with rhinestones. The gold 
and silver cloth slippers are also 
meeting with favor at present for 
evening wear, as is the paisley. 
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IN 


HURRICANE BLOWS 
“FIT-O-PEDIC” TO UNCLE 
DUDLEY ~- 


From South Miami blows a 
gale carrying into high fa- 
vor in one man’s mind, the 
name “Fit-o-Pedic” as a dig- 
nified title for “Shoe Clerk.” 
Harry Gregory, manager of 
Harry’s Bootery, says, “Ha 
Ha! the hurricane did not do 
us much damage, Uncle Dud- 
ley. It did not, at least, blow 
that idea of “Fit-O-Pedic” 
from my mind—Reason—A 
practipedic is one who studies 
the anatomy of the foot, and 
is, more or less, a foot doctor. 
Then why not give the man 
who has studied for years—in 
labor, patience and conscience 
—learning each day the art of 
fitting shoes—the dignified 
and appropriate name of “Fit- 
O-Pedic?” 

From Elk Garden, W. Va., 
Ralph Taylor, salesman at the 
F. H. Hill Shoe Co., suggests 
the name of “Shoe Advisor,” 
and gives good and sufficient 
reasons therefor. 

“Foot Comfort Specialist” 
or “Shoe Comfort Specialist” 
is the entry of Paul Campbell 
of T. H. Campbell & Bros., 
Middlesboro, Ky. 

F. L. Cashman of Asbury 
Park, N. J., after a scientific 
discussion on the subject of 
the evils of poor fitting, and 
scoring the indifferent “shoe 
clerk,” relic of the old days 
when shoes were made only 
in whole sizes, strung together 
and packed in drawers, sug- 
gests the name of “Shoe Fit- 
ter” or “Footist,” or better 
still, “Pedist”—defined as “one 
thoroughly versed in the me- 
chanical relation of shoe and 
foot action.” 

And last, but not least, a 
woman of Wilmington, Del., 
Ida L. Baldwin, shoe buyer 
and manager, who rose to her 
present executive position 
from that of “Retail 
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IN STOCK 


Black Suede 
Black Velvet 
























INo. 395-$4.50 
No. 400-$4.35 Patent and Patent Leather Strap Pump 
ger Big a B lack Glazed Kid 269 Last Lis Weed Cuban Hee! 





(Wilson Process) 


252 Last 17/8 Spike Lxv Heel 














SIZES AND WIDTHS 







AAA-41,.9 B3 -9 
AA4 9 C-24%4-9 
A-3149 D4 .7 




















No. 415-$5.00 





No. 394-$4.50 . TERMS: Black Suede Strap Pump 
Black Glazed Kid Strap Pump 7 (Wilson Process) 
(Welt) Net 30 Days 284 Last 16/8 Wood Lxv Heel 
269 Last 13/8 Leather Cuban Heel Black Calf Trim 


IE, ESE, 25 SO EES, BF OO EG OPO 8s eR ener 


C. P. FORD & CO., Inc, - - +. Rochester, N. Y. 
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z NEW YORK: Marbridge Building 
WMS BELA SES ESES ERSESERSSRER SELES 
IMPORTED— ENGLISH 
y Great Britain & 
Riding Boots 
IN STOCK The Shoe Trade Journal 
are “ithe cherattersti fee is the oldest established Shoe 
The long time English proc- and Leather Trades Paper in 
ess tanned leather used in sce ty 
these boots assures durabil- Gr eat Br itain. 


ity and comfort. And they 
are put together by real 


voted a lifetame to” this Established 1869 


work. 
MEN’S Our Advertising Tariff will be 
16.50 PAIR supplied by the Boot and Shoe 
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Widths B to E Recorder, Boston, Mass., upon 


WOMEN’S application. 
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Widths A to D 
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Burgundy kids are popular and 
some of them are trimmed with light 
lizards. Cherry red is also good 
and, according to the retailers, it 
may enjoy a successful season. Co- 
lonial pumps with buckies to be at- 
tached continue to sell in good lots’ 
and the volume of buckle business 
has been good. Another style of 
shoe for formal dress is the bro- 
caded shoe in pastel shades. Plain 
and beaded satins . are moving 
among some of the stores. 

The darker shades of tan in the 
men’s shoes, with the tendency still 
strongly toward blacks, was the re- 
port again of the retailers. One of 
the stores stated, however, that 
about 60 per cent of the sales of 
men’s shoes consisted of tans and 
the balance was black in the plain 
style and conservative cut. The 
Scotch grains continued to enjoy a 
ready demand and one of the re- 
tailers said that this is more popular 
than the smooth leather in the tans. 
Smooth leather continues to be the 
leader, however, in the blacks for 
men. 


St. Paul 


HOE shops and shoe departments 

of the big stores seemed to be 
among the busiest places in St. Paul 
the last days of September and early 
in October. Managers bore out ap- 
pearances with the statements that 
there had been considerable snap to 
the movement of footwear during 
that period. 

Quite a number of new models 
have made their way into the dis- 
play windows. The wine-colored 
patent with its 19/8 heel is about 
the niftiest-looking new pump. A 
blue kid pump is taking the eye, too. 
Both are operas. One-straps in 
patent with Paisley inlay, in Heckt’s 
imported leather and in gold and 
silver mosaic suéde, are other at- 
tractive new numbers. Looking 
straight ahead to the Christmas 
rush, one dealer is ready to spring 
at the right moment a beautiful im- 


ported brocade mule with American - 


Beauty ostrich feather cuff and red 
satin lining. It’s going to retail at 
$8.60. For conservative wear the 
black patent and black satin holds 
up with tan oxfords for street wear. 


Denver 


NCREASED industrial activity 

and employment were recorded 
in Colorado during the past month. 
Indications are that conditions will 
continue good during the coming 
month. The sugar beet harvest, 
metal mining, manufacture of min- 
ing machinery, steel and iron works, 





flour mills and meat packing plants 
made the heaviest drafts on labor. 
This tends to put more money into 
circulation and retail shoe mer- 
chants in the State are receiving 
their share of the better business. 
The outlook for good fall and win- 
ter business is bright. . 

Light shade footwear is still be- 
ing sold in Denver with the shades 
a little darker than those worn dur- 
ing the summer months. Brown and 
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interest—that of exploiting shoes 
and hand bags to match, and at the 
same time serving as an example of 
perfect balance and rhythm. The 
figures connecting the hand bags on 
the right and the shoes on the left 
form a ha inspiration. The ad 
was by L. 
Co., Newark, N. J. 








black satin and patent leather, how- 
ever, continue to lead in popularity 
according to Denver shoe mer- 
chants. Black trimmed in colors is 
also commanding a fairly good sale 
in this section. During the past 


‘month Harry Teats, manager of the 


shoe department of the Denver Dry 
Goods Company, reports two new 
pumps from Laird-Schober—the 
Muriel, a one-strap pump in patent 
leather with gold kid piping or in 
brown kid with cherry patent quar- 
ter, and the Mignon, in black suéde 
with trimming of flowered patent or 
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in all-patent with flowered patent 
trim, commanded a good sale. 
Patent oxfords with reptilian trim 
have also sold well at the Denver 
shoe stores during the past month. 
Brown oxfords are also selling in 
this section and they seem to be 
growing in popularity. The Fontius 
Shoe Company has been featuring 
the Iona—a slipper modeled in 
brown suéde with brown baby lace 
lizard underlays. Medium toe and 
medium covered heel. The shoe 
department of the Lewis & Son re- 
ports black satin, patent leather, 
black and brown kid popular. 


Los Angeles 


HE fall drive for business is 

now well under way. Shoe 
stores and shoe departments are us- 
ing large space in newspapers to tell 
the people “what’s what” in foot- 
wear. Windows are brilliant with 
color, notwithstanding the predicted 
sharp turning to blacks. While 
blacks in patent and satins are fore- 
most in sales, the colored shoes still 
have a look-in. 

Jesberg’s Walk-Over Shops fea- 
ture shoes for the younger woman 
in the new bobby patterns with 
medium heels. Sauterne calf and 
Marcella kid are shown along with 
blacks in patents and satins. 

Innes plays up sport footwear in 
his Downstairs Shoe Store. In his 
Hollywood and Pasadena shops, as 
well as in the Broadway store, the 
play is strong this week on black 
satins piped with silver, and black 
patents piped with blonde. _ Blonde 
and mauve kid also get a good show- 
ing. Popular prices are in the vi- 
cinity of $12.50. 

Gude goes in rather strong for 
blacks in patents and satins. One 
nice little shoe has a gun metal trim. 
Another is of “toquet galuchat” with 
wine patent trim. Both Gude stores 
make a feature of hosiery in the 
“nature” shades. 


variations. 
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New Patterns Brought Out 
to Stimulate Buying 


Shoe Producers Turning to More Elaborate Models 


ers in most centers are bringing out new patterns to stimulate late season buying. 


W ITH the production of fall shoes rushing toward a seasonal close, manufactur- 


Variations of the oxford type are given tremendous consideration at one point. 


Futuristic patterns are in the dominating position at another. 


Novelty leathers, par- 


ticularly in the reptile class, are being worked up into new combinations to tickle the 
palate of the shoe retailer who is looking for something different at this time of the 


year. 


In the background, of course, lie the preparations for next spring, which will re- 


ceive a definite impetus this week at the big style conference in New York. This con- 
ference, from all indications, will have a bigger influence in guiding the style tendency 
of the trade for the next few months, than any of its predecessors. 


Lynn 


OVEMBER opens up well here. 

Never before, at this time of 
the year, was the variety of styles 
as great as it is at the present. 
Never before were novelty style in 
better balance, and under such firm 
control as now. Never before were 
women getting so much style value 
for their dollars as they are now 
getting in Lynn shoes. 

Orders on hand are-in satisfac- 
tory volume. Prospects are bright. 
It looks as if the dull spell, which 
usually comes at the year end, 
would be of lesser force than is 
ordinarily the case. Forecasts for 
next spring are encouraging, in- 
deed, the best that have been heard 
for many a day. Prices are steady, 
which is a most interesting state- 
ment to make, considering the firm- 
ness of the leather market and the 
advances in prices of bottom stock. 

The saturation point for black 
shoes has not yet been reached and 
probably will not be reached, be- 
cause blacks will slowly but surely 
give place to the rising tide of 
color. Those makers who feared 
that too many blacks would be 
made have had their fears in vain. 
True enough, most of the black 
shoes are trimmed up with fancy 
grains or touches of color. Never- 
theless, they are blacks. Patent 
continues the foremost black. After 
that comes suédes, satins, dull kid, 
gun-metal calf, black velvet and 
moire silk. It is impossible to tell 
in what order they come. Browns 
gained during October, especially 
in the suedes and the metallic lus- 





ters. Blues show twilight as well 
as dawn and midnight hues. Stone 
grays are selling. Reptiles are in 
favor for wear with fur coats. More 
real alligator skins are being cut 
in Lynn than ever. Lizards and 
snakes are mostly used for trim- 
mings. Some of the new embossed 
reptile skins from the neighboring 
tanneries look so much like the real 
article that there is scarcely any 
telling of the genuine from the imi- 
tation after they are made up into 
shoes. A shell grey finish is new. 

Patterns are getting futuristic 
again. They show swirling, curv- 
ing lines, angular overlays and 
patches and like effects, rippling, 
twisting throat ornaments and 
shank panelings and alluring tips 
and quarter trims. Besides there 
are the colonial with their elabo- 
rate tongues and buckles, and the 
latticed oxfords and the strapped 
pumps. 


Haverhill © 


ITH business somewhat re- 
tarded in the local shoe in- 
dustry, several firms are seeking to 
stimulate between-season sales by 
the introduction of new models, 
notably of the oxford type. Fall 


‘buying seems about complete, with 


the spring season still too far 
ahead to start any substantial sales 
movement. Business continues in 
advance of a year ago, but inactiv- 
ity of cutting rooms indicates that 
a temporary lull is upon the indus- 
try. 

Pattern makers are bringing out 





for local manufacturers some smart 
oxford patterns that are expected 
to extend production. These new 
numbers are in answer to a call 
from the big city markets for the 
fancy oxford shoe. Recent reports 
from the big cities are that the ox- 
ford is the call. In this connection 
it is to be pointed out that oxfords 
no longer are restricted to the 
straight, unadorned, tailored modes 
of a few seasons’ back, but now 
represent a style range of no mean 
proportions. Panel oxfords, ox- 
fords with fill-in fronts, shoes or- 
nate with scroll and applique work 
are common. 

Velvets are reported to be near 
the end of their run, after figuring 
prominently in early season buy- 
ing. Patent is yet to be stopped on 
its thrilling run, both in plain and 
combination effects. Colored patent 
and the new embossed leathers, 
many of them importations, are 
used in increasing amounts in the 
better grade production. Evening 
slippers in gold and silver and the 
— fabrics continue to sell 
well. 


Boston 


RADE continues on the upswing 

with both manufacturers and 
wholesalers. That Boston is a big 
market is shown by the number of 
buyers who visit here at least once 
a month—quite contrary to some 
years ago, when once a year was the 
rule. Buyers realize that they must 


“listen in” very carefully to “what's 
new” in shoes and leather; and in 
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the opinion of one of the leading 
manufacturers of Boston, those 
buyers who do come to market often 
and who are always on the alert for 
ideas, stay in business and progress 
——the others are not headed for such 
a happy career. 

Credits are watched carefully. 
Some merchants pay their bills every 
week, and receive good discounts. 
Others get the net, thirty-days’ 
terms, with 2 per cent off at 10, but 
the great majority of the members 
of the retail trade of the country are 
reported paying in from 60 to 90 
days. One of the big wholesale shoe 
houses, who sells as far West as the 
Pacific Coast, reports that it ships 
to its customers in this section by 
fast freight, and allows from ten to 
twenty days extra on discount period 
to all of its accounts in that section. 


Shipments to New England con- “ 


sist for the most part of shoes with 
the medium narrow toes, with Cuban 
to 7/8 low heels, and a sprinkling of 
the higher heels. Sport shoes, with 
wide toes, for women continue to be 
featured strongly, in both tan and 
black calf, with reptile trirhs. The 
leader is still black patent—some- 
times plain—sometimes with reptile 
trim. There is a movement to put 
in blond trims for the Spring, and 
the leather houses are selling blond 
skins in goodly numbers. By far 
the biggest number with the leather 
houses however are the reptile ef- 
fects; orders coming in on this stock 
not only from this country, but from 
abroad. Cherry patent shoes with 
and without trims are growing 
stronger in the demand. 


Brockton 


HOE factories at this center con- 
tinue to run along at near ca- 
pacity production despite the fact 
shipment figures for the week clos- 
ing Oct. 18 showed a slight falling 
off. There was a fairly good volume 
for spring footwear coming through 
from points in the South for ship- 
ments a few weeks hence, and orders 
continue to come steadily for the 
late fall and winter lines. 
Men’s black shoes had a strong 
run during the week, with a good 





the situation is viewed with appre- 
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the style. A manufacturer catering 
to the jobbing trade also has put in 
one model of a conservative type 
which is said to be retailing well. 

Some women’s dainty shoes were 
made up this week, with tans in sin- 
gle and two-tone colors predominat- 
ing. Some pretty shoes for spring 
wear were hurried through for 
Southern points during the week. A 
classy shoe of this type was a white 
kid made in combination -with both 
black and colored kids, in strap 
effect, with a very high heel. Heavy 
call is seen in blacks for evening 
wear, made up in pump, oxford and 
strap styles. 





New Shoe Tree on Market 


A new shoe tree, of 
the so-called “plung- 
er” type, is now be- 
ing made and mar- 
keted by the U. S. 
Specialty Manufac- 
turing Company of 
West Somerville, 
Mass. The toe part 
of the tree works on 
a hinge which admits 
of its being pushed 
into the forepart of 
the shoe without dif- 
ficulty. The rear, or 
plunger, part of the 
tree is controlled by a 
coiled spring con- 
cealed within the 
tube, so that the tree 
can be shortened to fit the smallest 
sizes or allowed to extend itself to 
fit the largest sizes of shoes. Only 
two sizes are made, one to fit all 
women’s shoes and one to fit all 
men’s shoes. 





St. Louts 


USINESS throughout the whole- 

sale district remains on an even 
keel and indications are that ship- 
ments will equal those of 1925 for 
the month of October. Some men- 
tion is being made regarding the 
cotton situation in the South and its 
effect on the shoe business. While 


108 


The style situation in the general 
line houses on women’s novelties 
gives preference to patent leather. 
Square toed oxfords in cheaper shoes 
are in great demand. It was men- 
tioned by one of the style creators 
that there was a new demand being 
felt for these same shoes in lighter 
colors. A parchment calf was par- 
ticularly named as a popular number 
in one line. 

A popular number in a line of one 
large house was a Norwegian calf 
oxford trimmed in Hollywood calf. 
A shield tip on the toe with strip 


_running up the center of the tongue 


gave a certain distinction to the 
pattern. An 8/8 heel with rubber 
lift was carried on the shoe. Some 
thought is being given to Spring 
footwear and the first out-burst of 
prediction was that gray is expected 
to be the initial color introduced. 


Milwaukee 


ILWAUKEE manufac- 
turers are completing their 
spring orders, which are almost 
double the expectations, and are 
speeding production to meet the 
constant influx of orders, which are 
mainly coming in on the “hand-to- 
mouth” plan, with very few futures. 
Many of the firms state that busi- 
ness within the last few days has 
exceeded the business of the first 
part of the month. 

Patent leather is considered as 
the leading article, and the newly 
introduced cherry patent is having 
a very successful season in ladies’ 
footwear. 

Men’s wear is showing a decided 
trend toward the black, with the 
darker shades of the tans continu- 
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The well-known principle that mo- 
tion attracts attention recently was 
used in a very successful display of 
the Hamilton-Wade Company of 
Brockton, manufacturers of welting, 


stripping and stays. In the back- 
ground of their booth at the Brock- 
ton Fair a miniature stage had been 
erected, as shown in the picture 
above. Grotesque little figures, each 
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Motion with a Meaning 

























one marked with a letter of the al- 
phabet, crossed the stage from right 
to left. Pausing as they approached 


the center of the stage, they grouped. 


themselves to form the word “Bi- 
welt,” the trade name of one of the 
company’s welting products, Drapes 
and valence added color to the ef- 
fect. The stage was illuminated by 
a concealed flood light overhead. 








The Evening Slipper Season 
Is All the Year Round 


[CONTINUED FROM PAGE 53] 


chiffon velvet gown. With a red 
chiffon velvet dress, the brocaded 
slipper forming a part of the cos- 
tume’s footwear accessory might 
have as its component parts a dash 
of cardinal, deep wine shades paling 
down to delicate rose; a soft green, 
sometimes growing “bolder” to a 
deeper tone in a hunter’s green; 
delicate golds—and all of these com- 
bined tones melting into a shadowy 
black. On a shoe made: of this 
richly woven fabric golden strands, 
forming a braid and meeting at the 
ankle to support an ornament in 
rhinestones, introduce still other 
color blendings, all in harmony with 
one another and in harmony with a 
wide variety of gown colors. Such 


a brocaded slipper might be worn as 
well with a black gown in which a 
color note of green gives pleasing 
relief, as with an all-green chiffon 
velvet gown, 

Brocades and paisleys offer a 
splendid opportunity to the mer- 





chant to sell more evening slippers, 
because there is always a color in 
them that will accompany a color in 
the gown; there is only a minimum 
of a problem for the customer as to 
a color decision, and the salesman is 
almost always perfectly safe in sug- 
gesting a brocade. 


S to hosiery to accompany evening 
gown and shoe, the question 
may be determined as follows: If 
gold predominates in the shoe, advise 
hosiery in the new honey shade 
(this is a shade in the new and 
lighter gold tones); if silver pre- 
dominates in the shoe, advise blush, 
or mauve, or flesh, or tea rose; if 
the customer chooses a slipper in the 
new burgundy suéde or kid (one of 
the wine shades), hosiery in chan- 
ella chiffon might be appropriately 
advised by the saleswoman; if the 
customer chooses an all black shoe 
and the gown is all black or relieved 
slightly with a bright motif, very 





RECORDER 








October 30, 1926 





sheer gun metal chiffon hosiery may 
be suggested as a good accompani- 


ment. But leave it to the hosiery 
saleswoman—she knows  ‘“what’s 
what.” 


“What have you new in evening 
slippers?” is a question which we 
hear many times every day? It is 
then the salesman’s job to use his 
judgment. He will probably say, 
“What color is your gown?” On 
learning this he can go ahead in- 
telligently. And moreover, he can 
sell any slipper in the _ stock, 
whether it is brand new or not, if 
it goes right with the gown. 


HE salesman should always ex- 

plain that evening slippers are 
in the right style this season if they 
are really a part, as to color, of the 
costuming. This rule of right color 
is a very good one for trade, as it 
enables the salesman to sell some- 
thing that has been in the store for a 
number of weeks, which is in reality 
comparatively new, and especially 
so to the customer, even if it is a 
bit “old” to him. The rule of color 
and materials, rather than pattern, 
is another advantageous ruling for 
the merchant from the standpoint of 
not overstocking on unsalable styles, 
and of the two, the more important 
factor is color. 

Silver and gold kid shoes with 
appliques in colors are better sellers 
than the plain silver and gold kids. 
For instance, a silver kid model 
with plaited strap in which gold kid 
is interwoven, with floral ‘motif on 
vamp in shades of bordeaux shading 
to old rose and pink, the petals out- 
lined and the blossoms connected 
with a cobwebby gold thread, offers 
a delightful accessory in the way of 
a shoe that will be right for a num- 
ber of costumes. 

There is some demand for dyeing 
slippers to match gowns, and I can- 
not say at this time whether or not 
it is going to be a big feature, but I 
do not look for the call to be as 
strong as last year. 

The three big thoughts of the mo- 
ment, to my mind, in evening slipper 
selling are: that the color of the 
gown must always be ascertained by 
the shoe salesman; that the informa- 
tion should be given to the customer 
that evening slippers this season are 
sold to harmonize with the evening 
gown; and the third thought is that 
any evening slipper pattern which is 
in stock is good, provided its color 
makes it an actual accessory to the 
rest of the costume’s color plan. 
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Why Stores Lose Customers 





shoes on again in the presence of my 
husband. I laced them up as tightly 
as I could but they slipped off my 
feet with the slightest little pull. My 
husband was quite out of patience 
with all this because he could see 
that I was worn out and worried. 
He insisted that these shoes, too, 
should go back to the store. Further, 
he insisted that I should try a little 
shoe store in our own village that 
he thought had some good looking 
shoes. on display. 

“And next day, sure enough, in 
this small store, right at home, in 
my own little town, I found exactly 
what I wanted, at the exact price 
I wanted to pay. The shoes fit me 
perfectly. I wore them home from 





[CONTINUED FROM PAGE 57] 


the store and have worn them every 
waking moment since that time. I 
am overjoyed to think that my feet 
are not a monstrosity, that- I have 
not an expensive foot, that I am not 
unreasonable, cranky, hard-to-please, 
or any of the things I had intimated 
to me in the big town. And, further, 
I shall never go to one of those big, 
snobbish, high-toned stores again as 
long as I live. I shall trade with my 
new found store—it is good enough 
for me. ; 

“‘My neighbor tells me she has had 
the same experience. Also she tells 
me she has two pairs of shoes right 
now that she cannot wear. All of 
them were bought in the big stores 
down in the city.” 











The above testimony is given ver- 
batim, without varnishing or exag- 
geration. The lady is not an unrea- 
sonable person by any means. Her 
experience surely was unpleasant. 
But what are those shoe stores 
thinking of when they permit sales- 
men, or rather clerks, to destroy 
what might have been a profitable, 
appreciative, long-lived friendship? 
Surely such stores did have the kind 
of shoes she wanted. Surely they 
did carry lasts, -~widths, sizes and 
leathers to please any woman who 
might enter their stores. 

It’s a sad commentary on the shoe 
businéss when we permit such things 
to happen. 








Finding Blind Spots 
in Stocks 
[CONTINUED FROM PAGE 43] 


turning over fourteen times a year 
is showing decent profits to the 
house. These shoes are not sold on 
a “price” proposition, neither are 
they recommended as a cure-all for 
all foot troubles, but just shown to 
the trade as an extra good fitting, 
good looking, good wearing shoe. 

Both of these illustrations come 
under the head of classification B, 
and are shown as an example of what 
an analysis can do for a store. 

A long established shoe store in 
Rockford, Ill, recently told a 
RECORDER man that they intend to 
quit the business on the termination 
of their lease. The reason advanced 
was that the retail shoe business had 
gone to “pot,” for the men were get- 
ting as crazy over styles as the 
women had been for the past five 
years. Other stores in the same 
city are apparently making money. 
Money is being expended on new 
fronts, window stunts and brighten- 
ing up the stores, all of which argues 
good as merchants are not in a 
spending mood unless they are 
optimistic. 

Before condemning the business 
or conditions as they now exist, why 
not ask “What is the matter with 
me?” 


American Product in 
Foreign Shoes 


Boston —The Boston office win- 
dows of the Barbour Welting Com- 
pany at 12 High Street recently con- 
tained a very interesting display of 
shoes made by some of their Euro- 
pean customers using Barbourwelt. 

Two high shoes by A. E. Marlow 
of Northampton, England, were fine 
examples of the typical, stout type 
of English shoe. 

Excellent examples of high-grade 
dress shoes by Timmermans van 
Turenhout of Waalwijk, Holland, 
and Van Huiden & Van den Heij- 
den of Leeuwarden, Holland, were 
shown, and the fine workmanship 
and high-grade leathers used were 
freely commented on. 

All of the shoes in the display 
were made with genuine Barbour- 
welt. 


Meyer’s Bostonian Store to 
Move 


CuHicaGo—Harry Meyer’s’ Bos- 
tonian Store, located for years on 
the southeast corner of Wabash and 
Monroe Street, is due for a move 
in the near future, due to the ex- 
piration of the lease. The new 
store will be located directly across 
Wabash Avenue in the Palmer Hotel 
in the quarters now occupied by the 
Cutler shoe store, which in turn is 
due to move into the old location on 
State and Monroe Streets as soon as 
the new section of the Palmer Hotel 
is completed. 






Open Branch Store 


SEATTLE—Baxter & Baxter, promi- 
nent Seattle shoe retailers, with a 
long established store at 1406 Second 
Avenue, have opened a branch store 
in the Lutz Department Store (for- 


merly Benson’s), 4518 University 
Way. Bailey Martin, previously 
with the main store, has been named 
manager of the new establishment, 
and Miss Ethel Lee has been placed 
in charge of the hosiery department. 
The University district is the home 
of the University of Washington, 
which has a student population ot 
6000, in addition to a resident popu- 
lation of upward of 50,000. Baxter 
& Baxter are the second downtown 
shoe firm to open branch establish- 
ments in the University district. 


Wayne’s Boot Shop to Open 
Soon 


BERWICK, Pa.—Wayne’s Boot Shop 
is a new store that will be opened 
here by P. Wayne, who for a num- 
ber of years was buyer and manager 
of the Benheim Shoe Store of Al- 
toona, and his brother, Joe Wayne, 
who was formerly in business in the 
city of Altoona, under the name of 
Wayne Brothers in 1922. Both 
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Miami Makes Progress 


Shoe Business Continues as Usual 
By David L. O’Berry 





The four-entrance front of the O’Berry store in Miami 


T is really wonderful to see the 

progress that has been made 
since the storm. Almost all the deb- 
ris has been cleared away, public 
service resumed in all the downtown 
and adjoining area, buildings are be- 
ing rapidly rebuilt, and a condition 
of normalcy. restored. Business is 
quite good. There is plenty of work 
for everyone, and I feel that within 
sixty days the majority of the effects 
of the storm will have been erased 
and we will be in position to take 
care of and entertain our winter 
visitors just the same as usual. 

The loss in the downtown Miami 
district was very small and is con- 
fined principally to plate glass, win- 
dows, electric signs, and some water 
damage. The greatest damage was 
to smaller residences and apartment 
houses. The only instance of severe 
damage to a large building is the 
Meyer Kiser Bank Building which is 
a practically new, all-steel and con- 
crete office building, seventeen 
stories. This was so badly damaged 
that it has to come down. 

Our main store downtown and our 
warehouse were practically undam- 
aged. Had some damage at my 
home; garage and servants’ quarters 
blew away and the shingles blew off 
the house and turned it into a sieve. 
Everything was soaked. 

The building in which we had a 
storeroom on N. E. Second Avenue, 
Buena Vista was practically 
wrecked, and we have moved out un- 
til about Nov. 1, or until such time 
as the building is completely re- 


paired. We lost about 500 pairs of 
shoes from water damage, but are 
going back into this store at a great- 
ly reduced rental. 

Cowen-Nankin had some damage 
in their store caused by the water 
soaking through, but they are not 
badly hurt. Sewell Bros. had no 
damage in their Miami store, but 
their warehouse was leveled to the 
ground. No one else here in the 
shoe business was really severely 
hurt. : 

Many of us feel that the storm 
was somewhat of a blessing in dis- 
guise. This for several reasons, 
principal of whick is that it will 
revolutionize the building industry 
here in the future. 


Organize New Leather Firm 


LENoIR, N. C.—The Lenoir 
Leather Co. was recently organized 
here with $100,000 capital for the 
manufacture of leather for use in 
the making of shoes and other pur- 
poses. Incorporators named in the 
charter applicatign include George 
and John Downing, both of Lenoir. 


New Arch Support Company 
Incorporated 


MILWAUKEE—The Mayer Arch 
Support Co. has been incorporated 
at Milwaukee with a capitalization 
of $5,000, consisting of 50 shares at 
$100 per share, by George G. 


Schmidt, Abraham Mayer and L. C. 
Schmidt. 
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German Leather Trade 
Improves 


MILWAUKEE—Otto Marum, gen- 
eral manager of the Pfister & Vogel 
Leather Co., of the Frankfurt-am- 
Main, Germany, office, who has been 
visiting the home office of the com- 
pany in Milwaukee, reports that the 
leather business in Germany is 
slightly improved. He said that the 
people are afraid to buy in quantity 
with only small orders coming in, 
and renewed every few days. Ger- 
man buyers have not the capital to 
buy heavily at present. 

“Taxes are very high,” said Mr. 
Marum in commenting on general 
conditions in Germany. “There is 
much unemployment. What Ger- 
many needs is a place to put about 
six million people where they can 
earn a living, now that our colonies 
are gone. Immigration laws are 
pretty strict, too, which makes it 
more difficult to relieve the over- 
population. The dole system is still 
in force, varying with the size of 
the family.” 


Rickard Made Manager of 
Bullock’s Shoe Dept. 


ROCHESTER, N. Y.—Gerald B. 
Rickard, son of Martin J. Rickard, 
superintendent and a director of 
E. P. Reed & Company, shoe manu- 
facturers of this city, has been ap- 
pointed manager of the shoe depart- 
ment and buyer of women’s shoes at 
the Bullock Company, Los Angeles, 
Cal. 

Mr. Rickard, after graduating 
from Notre Dame University with 
high honors a few years ago, started 
to learn the shoe business from the 
bottom up. He donned overalls and 
worked in the Reed factory for a 
time. Then he entered the store of 
B. Forman & Company to learn shoe 
selling and shoe fitting. 

He followed his brother, Don 
Rickard, coast salesman for the 
Reed Company, to Los Angeles and 
was floor man with the Innes Shoe 
Company, until recently, when he 
entered his present employment with 
the Bullock Company. 


Fontius Staff Has Dinner 
Dance 


DENVER—Employees and execu- 
tives of the Fontius Shoe Co., this 
city, and their families gave a din- 
ner dance at the Mount Vernon 
Country Club one evening recently. 
Card games and musical entertain- 
ment features also were included in 
the evening’s program, which is an 
annual event. 
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Big Addition to Selby Plant 
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In this five-story addition to the 
new Selby plant at Portsmouth, 
Ohio, there will be 12,000 sq. ft. of 
floor space. It will contain a gym- 
nasium and auditorium with a seat- 
ing capacity of 1500. There will be 
bowling alleys, pool tables, showers, 
etc., in the basement under the gym- 
nasium for the use of employees. 





To Stimulate Merchan- 

HAVERHILL—The growing impor- 
tance attached to the merchandising 
of shoes is responsible for the move- 
ment on the part of local service 
clubs, such as the Kiwanis and Ro- 
tary organizations, to bring to this 
city during the present season some 
of the country’s foremost merchan- 
disers. Retailers and advertisers of 
note are being interviewed relative 
to early appearances before gather- 
ings of shoe manufacturers and 
other groups of the city’s business 
men. Merchandising has been con- 
ceded the weakest link in the local 
shoe industry, but this element is 
now receiving so earnest attention 
that it is assured that the industry 
will make great strides along this 
line. 


First Boots Shown in St. Louis 


St. Louts—Bedell’s shoe depart- 
ment is the first to introduce for fall 
the Wellington boot. The store used 
good-size newspaper space to present 
it. The boot was shown in four 
combinations with the patent, 
trimmed in Ascot and champagne 
kid being the most attractive. They 
were priced at $9.90. 





It is the intention of the Selby 
Shoe Co., with the completion of this 
addition, to have an output capacity 
for the Arch Preserver shoes ex- 
clusively of about 10,000 pairs per 
day. 

The present output capacity of 
Arch Preservers is about 6000 pairs 
per day. 





Shoe Exports Increase 


Arthur B. Butman, chief of the 
shoe and leather manufacturers’ di- 
vision of the Department of Com- 
merce at Washington, announces 
that September of this year showed 
an increase over August of eighteen 
per cent in United States exports of 
leather footwear. The figures are as 





follows: 
Pairs Value 

Boots and shoes— 

Men’s and boys’. . 209,648 $565,442 

Women’s ....... 150,017 328,344 

Children’s ...... 66,645 72,108 
GUONOE: sisson dine 23,319 24,233 
Athletic and miscel- 

laneous footwear. 12,076 17,478 

CO). Sisitiees 461,705 $1,007,605 


C. E. Williams Appointed Di- 
rector of C. of C. 
St. Louts—Chas. E. Williams, 


president of the C. E. Williams Shoe _ 


Co., and nationally known as one of 
the leading shoe merchants of the 
country, was appointed a director of 
the St. Louis Chamber of Commerce. 
Williams has long been active in 
civic affairs and represents the As- 
sociated Retailers of this city in all 
of their civie activites. 
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Shoes of Worth 
A. E. NETTLETON CO. 
B. W. COOK, President 


Syracuse, N. Y¥., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 

















oT. W. Gotan, Pres. F.. E. Jones, Treas. 
. G. Donald, Vice-Pres. 


"FB. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, 











The One 
W ate rprocf 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass . 














Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mase. 











est Virginia 


Adds to the Wearing Quality 
of the Shoe. 


Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York _. Chicago 
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BostoN—If shoe manufacturers 
and others who, on Oct. 20, attended 
the first of the fall and winter din- 
ner meetings of the Boston Boot and 
Shoe Club, sauntered into the din- 
ing hall of the Hotel Vendome, ex- 
pecting to be patted on the back, 
they must have departed sadly dis- 
illusioned. 

Major Patrick F. O’Keefe, head of 
a large Boston advertising agency, 
told them bluntly that their loss in 
sales could be laid largely to their 
unwillingness to embark on a con- 
sistent campaign of advertising; 
that they are very much in the habit 
of advertising when times are good, 
and of dropping or at least curtail- 
ing their advertising plans when 
slack times hit them. 

To all of which A. W. Donovan, 
president of the New England Shoe 
& Leather Association, assented and 
added that, whether or not they 
liked to hear it, he feared that if 
men’s shoe manufacturers “do not 
recognize their obligations to the in- 
dustry, it will be the sons of other 
men who will take over their busi- 
nesses and carry them on.” 

Major O’Keefe pointed out that 
there are many forms of advertising 
other than magazine and newspaper. 
Permanent and cooperatively main- 
tained exhibits in various large buy- 
ing centers of the country was one 
suggestion. Instructing traveling 
salesmen to devote a minute or two 
of their sales talk with customers 
to a general sales talk on the value 
of New England shoes, was another. 
“You have quality to talk about,” he 
urged, “and honesty.” 

Mr. Donovan, who is also head of 
E. T. Wright & Company, Inc., Rock- 
land, Mass., urged a vigorous push- 
ing of the new higher heel shoe for 
men as a means of increasing the 
pairage in this branch of the indus- 
try. “It is time to find out,” he 
said, “just what men want and I, 
for one, do not believe that they all 
want the so-called British type shoe 
with its inch heel as the maximum. 
There are Continental types in this 
country as well and these have been 
accustomed to higher heels. There 
are too many overweight and heavy 
weight shoes in the industry and we 
should have more variety. Let’s sell 
shoes for the occasion—and weighted 
for the occasion.” 

An interesting presentation of 
spring footwear and hosiery colors 
was given by Irving B. Howe, Bos- 
ton retail merchant. New colors in 
skins were shown and hose to har- 
monize were shown against the 
leather as a background. The style 


Manufacturers “Get the Dickens” at Shoe Club Meeting 
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note also was struck.by Edric R. 
Taylor of McNichol & Taylor, Lynn 
last manufacturers.’ Mr. Taylor 
kept his models busy showing the 
wide range of foreparts and heel 
heights in vogue now and expected 
to hold over into next year. They 
range all the way from the flat heel 
of the sport shoe to the extreme 
spike heel, 22/8 high. Toes were 
square, round and pointed. Pat- 
terns were somewhat plainer and 
color combinations were used to get 
beautiful effects. 

Impressions of economic condi- 
tions in Europe, gleaned during a 
recent trip abroad, were given by 
Everit B. Terhune, president of the 
Boot and Shoe Recorder Publishing 
Company. Competition among the 
Continental countries, he said, is ex- 
ceptionally keen, even bitter, and is 
bound to reflect itself, sooner or 
later, in American business. He 
sympathized with the point of view 
of the prominent American and 
European bankers who recently 
signed a manifesto urging free trade 
among all the nations, but pointed 
out that such a move would result 
inevitably in a lowering of the 
standards of living in this country 
and interfere seriously with the 
present prosperous condition of the 
United States. 


Spring Color Card Issued 
by New Castle Leather Co. 


New leather colors for Spring, re- 
cently announced by the Joint Colors 
Committee consisting of retail mer- 
chants, manufacturers, hosiery men 
and tanners, are faithfully repro- 
duced in a color card just issued by 
the New Castle Leather Co. of New 
York. Small swatches of kidskin in 
Pastel Parchment, Rose _ Blush, 
Stone, Stroller Tan, Hampstead 
Brown and Shell Gray add much to 
the effectiveness and utility of the 
card. All the new shades, with the 
exception of Shell Gray, belong in 
the brown family and all carry a hint 
of pink or rose which gives them a 
warmth and depth of tone hitherto 
almost unknown in shoe colors. 
“Stroller Tan,” says the New Castle 
announcement, “is now the leading 
shade of tan kid, not only for wo- 


men’s style and staple shoes, but for, | 











men’s shoes, as well.” Hampsteac 








Brown “is recommended for both 
men’s and women’s shoes.” 
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BostoN—Plans were formulated 
at the recent directors’ meeting of 
the Massachusetts Retail Shoe Mer- 
chants’ Association for the big meet- 
ing of that association, which will 
be held at 6 p.m., November 10, at 
the Hotel Vendome, Boston. The 
theme of this meeting will be “An 
Authentic Style Forecast for Spring 
1927.” 

Horace R. Drinkwater of Edwin 
Clapp & Sons; Jesse Adler, New 
York retail shoe merchant; John H. 
Holden, of Oppenheim & Collins, 
New York; John C. McKeon, of 
Laird Schober & Co., Philadelphia; 
Morris Yoskin, of Geuting’s, Phila- 
delphia; Cecil Q. Adams, of the Bris- 
tol Patent Leather Co., Boston., and 
A. H. Geuting of Philadelphia, are 
among the guests who have been in- 
vited. 

Coming as it does immediately af- 
ter the joint styles conference in 
New York, the Massachusetts As- 
sociation will be in a most favorable 
position to give the New England 
merchants correct information rela- 
tive to spring colors, patterns and 
materials. It is planned to have ex- 
perts study the report of the New 
York conference and then translate 
it into terms adaptable to the New 
England trade. 


New England Merchants Plan Big Style Meeting 
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By having these highly important 
style forecasts at this meeting, shoe 
merchants will have ample oppor- 
tunity to adjust present stocks with- 
out unnecessary loss and so be fully 
prepared to feature the new styles in 
their season. 

Representatives of the Tanners’ 
Council, the National Boot & Shoe 
Manufacturers’ Association, and the 
fabric people will be there. The 
various chairmen of the N. S. R. A. 
styles committee will also give their 
New England report. The style and 
color trend for next spring as it per- 
tains to New England will be thor- 
oughly threshed out and adapted. 

There is not a New England shoe 
merchant who can afford to miss this 
conference. Every member of the 
Massachusetts. Retail Shoe Mer- 
chants’ Association and all shoe mer- 
chants of New England are invited 
to attend. 

All intending to come to this im- 
portant style conference should 
notify Secretary Fred W. Small, 
care of the Gilchrist Co., Boston, 
Mass., by Nov. 6, stating how many 
will be in the party. Preparations 
are being made to accommodate sev- 
eral hundred merchants who have al- 
ready signified their intention of 
attending. Dinner tickets will be $3. 








Syracuse Shoe Salesmen 
Meet 


SYRACUSE, N. Y.—Under the aus- 
pices of the Syracuse Retail Shoe 
Salesmen’s Association, forty-eight 
interested salesmen and merchants 
attended a meeting at the Chamber 
of Commerce, Oct. 10. The Shoe Re- 
tailers’ Association were the invited 
guests, and a representative group 
of merchants was in attendance. 

E. W. Gray, president of the Re- 
tailers’ Association, F. E. Welton 
and E. N. Park spoke briefly on the 
value and possibilities of the sales- 
men’s association and promised 100 
per cent cooperation to the body. 
The merchants extended an invita- 
tion to the salesmen’s association, 
voted to combine their November 
meeting with the merchants, and to 
hold their next regular meeting Dec. 
14. 

Speaker Bergen’s talk was inter- 
esting and instructive and raised 
many questions, which he answered 
in detail. 

Fifteen new applications for mem- 
bership were received, and on motion 
of Lynch, seconded by Forbes, these 








were referred to the membership 
committee. The total membership 
to date is fifty-two, with the goal 
seventy-five active, enthusiastic 
members. The membership prize of 
a pair of shoes donated by the Net- 
tleton Co. was won by Secretary H. 
C. Copeland, who brought in the 
greatest number of applications. 


Wolock & Bauer Hold Anni- 
versary Sale 


CHICcCAGO—The Wolock & Bauer 
stores in the Loop and Wilson Ave- 
nue district are celebrating a birth- 
day anniversary this week with some 
mighty attractive price ranges un- 
der the nine dollar mark, and judg- 
ing from the attendance in two of 
the downtown stores the women 
buyers in Chicago have faith in the 
establishment. Crowded fitting 
chairs and folks standing in the 
aisles is an unusual sight in Chicago 
in the past few weeks, but Wolock 
& Bauer seem to have manager to 
capture the interest of the women at 
prices that cannot be considered as 
below the average public demand 
by a considerable margin. 
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The. Quality 
Pullman Slipper 
RED BLACK TAN 


Swan ShoeCo., Baltimore, Md. 
PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washingt wae: l- We 
New York Office, Room” 1116, 13 ea wey ; 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 


Novelty Slipper Co. 


Makers of 
Boudoir Slippers of the 
121-181 West 19th Street 

New York City 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 


a ARTZ © Senn og oe a Inc. 
241 No. 11th Street - Philedeighis, Pa. 








IN STOCK. 

BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
$1.15 pr. 

BLOG SHO) INC. 
147 Duane ig New ha N. Y. 








IN STOCK—Black and White 
kid, medi toe 


THE DAVID SHOE MFG. CO. 
129-135 W. Central Parkway, Cincinnati 








LYONS AND COMPANY 
Hand Turn BALLETS 


Wo's. Miss’. "s. 
$1.50 $1.46 $1.40 
Also Hard Toes 
IN sTOCK 
Send for. Samples 
128 Duane St. 
New York, N. Y. 
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and Turn, Viel Kid 
Im preved In Stock 
Seft Tee: Child’s $1.15; 
Misses’ $1.20; omen’s 
1.25. Hard Tee: Child's 

25; isses’ = $2.30; 
Women’s $2.35. 
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Metropolitan Slipper 
134 W. —- New York 
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Wholesale Business in 
Southwest Declines 


TLANTA, GA.—The current re- 
port of the Federal Reserve 
Bank of Atlanta, covering wholesale, 
retail and manufacturing conditions 
in the Southeast, shows another de- 
cline in the volume of wholesale shoe 
business in the district, as compared 
with the same month last year. As 
compared with the previous month, 
however, sales have been unusually 
brisk, a gain of better than fifty per 
cent being noted. The report is 
based on detailed information re- 
ceived by the bank from the leading 
shoe jobbers in Atlanta, Birming- 
ham, New Orleans, Nashville, Knox- 
ville and other principal cities of the 
southeast. 

For the first seven months of the 
year the reports showed a steady 
gain each month over the same 
month last year, but for the last two 
months there has been a decline, and 
it seems almost certain that the re- 
port for October will also show a 
decline, due to the fact that low cot- 
ton prices prevailing all over the 
South have affected sales and caused 
dealers to do much less buying than 
they had planned on doing. Higher 
cotton prices are required before the 
wholesale business will show much 
of an increase over last year. 

Incidentally, the report also shows 
that collections by the shoe jobbers 
were approximately twelve per cent 
less than they were the same month 
last year, the first time this year 
that collections showed a decline. 
Collections also declined a little com- 
pared with the previous month. 


Exhibited at Boston 


HAVERHILL—The Rickard Shoe 
Co., makers of women’s fine turn 
and welt footwear, and the Dalrym- 
ple-Dudley Co., makers of shoe orna- 
ments, were among the Massachu- 
setts firms exhibiting their products 
at the art exposition at the Copley 
Plaza Hotel, Boston, this week, 
under the auspices of the Massachu- 
setts Associated Industries. The 
exposition, conducted in connection 
with the annual sessions of the or- 
ganization, was arranged to demon- 
strate the art and craftsmanship 
entering into the manufactures of 
the Bay State. Joseph C. Kimball, 
president of the Massachusetts As- 
sociated Industries, was formerly 
prominently identified with the local 
shoe industry as senior member of 
the shoe firm of Kimball & Sherman, 
makers of women’s high grade turn 
shoes, 
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He Sells "Em and Keeps 
Them Sold 


New YorK—Philip Bender, who 
operates a successful shoe store at 
245 Grand Street, Brooklyn, be- 
lieves thoroughly in the theory of 
keeping his customers sold. He 
practices it, too. 

One of his customers, a wealthy 
man, recently left to spend a year 
or more in France. The following 
letter was received by Mr. Bender 
from him not long ago: 

“My dear Mr. Bender—I enclose 
check for $16, the usual price for 
two pairs of Educator shoes, 11B, 
one light and one heavy (vici and 
calf I think, but you will know). 

“Please send these to my home ad- 
dress and my daughter will see that 
they reach me in France. 

“I spend the summer months down 
in this beautiful little country place 
twenty miles from Paris, and the 
winter months in Paris, and may 
not return home for another year or 
more, and you know very well that 
life in France without shoes from 
Philip Bender would not be worth 
living.” 


Shoe Plant Passes 


HAVERHILL—The Ira J. Webster 
plant, Vila Street, this city, once one 
of the city’s largest shoe production 
units, has been converted into a 
modern auto-body building estab- 
lishment. The shoe factory, which 
has three ground levels, is ideally 
adapted to the auto business and its 
utilization brings a new and. impor- 
tant industry to the city. The Web- 
ster business was liquidated four 
years ago and the building sold to 
Matthew J. Fowler, prominent busi- 
ness man of this city. The John E. 
Hayford Co., auto-body builders, 
painters and upholsterers, formerly 
of Newton, N. H., are the new occu- 
pants, utilizing the entire four floors 
of an area of 40,000 square feet. 


Plan New Menzies Factory 


MCMINNVILLE, TENN.—The Men- 
zies Shoe Co. of Fond du Lac, Wis., 
is establishing a new branch plant 
at McMinnville for the manufacture 
of shoes to distribute to the com- 
pany’s trade in the southeastern 
area, according to a recent announce- 
ment emanating from officials of the 
Chamber of Commerce of McMinn- 
ville. S. D. Nichols is president of 
the company. The capacity of the 
plant will be about 20,000 sq. ft. of 


floor space. 


A 
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Working on Spring 
Leathers 


MILWAUKEE—The Pfister & Vogel 
Leather Co. is concentrating its at- 
tion on the spring orders and an in- 
dication of the spring styles and 
types of leather is found in the or- 
ders already placed. 

Very light shades are predicted 
by E. H. Hanson of the Pfister & 
Vogel Co. and some black is included 
in the spring orders. 

“The Spanish raisin and the 
pastel parchment will be leaders in 
the spring styles,” stated Mr. Han- 
son, “and the shell gray in smooth 
leather is predicted to be a pouplar 
feature. The new stone shade in 
the plain and boarded leather will 
also be a favorite, and there will 
be a certain amount of black sold. 

“Cuts will be more conservative, 
with a decided leading away from 
the wide, square toe, and the plain 
patterns will be more popular than 
the heavily stitched and ornamented 
oxfords.” 





A “Hunter’s’”’ Shoe Window 


ROCHESTER, N. Y.—Jim Olmstead, 
manager of McCurdy’s shoe depart- 
ment arranged a very striking 
“Hunter’s Window” display -to fea- 
ture his new fall footwear. The 
background of the window was ar- 
ranged to represent a typical fall 
scene, and in the foreground a 
pointer dog was stalking a beautiful 
cock pheasant. Footwear of all types 
from women’s hunting boots to the 
newest party slippers were displayed 
and the scene was so attractive that 
crowds stopped in front of the win- 
dow to admire the scene and the foot- 
wear. 

Attractive advertising was used to 
invite the publtc to view the display. 
The opening announcement featured 
the display as follows: 


_ “A Pointer” 
For Pheasant Hunters— 
Masculine and Feminine Gender 


Our Main Street “Hunter's Win- 
dow” will arrest your attention as 
you pass this way tomorrow. In a 
setting that is a sort of pheasant 
fantasy, fashionable feminine. foot- 
wear presents modes of the moment, 
whether the fair one who stands 
within promenades the Avenue, 
treads the ballroom floor or stalks 
the wild game in its native haunts. 
America’s foremost shoemakers 
sponsor the styles which no woman 
of fashion should fail to see. 
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Southeastern Ass’n Adds° : 
New Members 


ATLANTA—A campaign that has 
been recently in progress by officers 
of the Southeastern Shoe Retailers’ 
Association, principally Frank 
Stevens, manager of the ladies’ shoe 
department for the George Muse 
Clothing Co., of Atlanta, treasurer, 
and George Bussey, of Macon, Ga., 
president, has resulted in the enroll- 
ment of several new members, giv- 
ing the Association at this time the 
largest number of members it has 
ever had. Financially, Mr. Stevens 
states, the organization is in very 
excellent shape and will have plenty 
of money on hand to stage another 
big convention in 1927, equally as 
big a meeting as that held in Atlanta 
during the early part of this year. 

The dealers of North Carolina 
have entered another request to be 
taken-into the Association, and it is 
the opinion of members of the ex- 
ecutive committee that definite ac- 
tion in this matter will probably be 
taken at the Macon meeting next 
year and North Carolina included in 
the roster. At present the Associa- 
tion embraces only the States of 
Georgia, Florida, Alabama and 
South Carolina. If the North Caro- 
lina dealers are taken in, this will 
add some forty to fifty new members 
to the roster. 

Recently the Association sent .a 
check for $100 to the Florida relief 
fund to aid the sufferers in the hur- 
ricane which swept that State some 
weeks ago. 


Remodeled Shoe Shop Opens . 


SEATTLE—Formal opening of the 
remodeled Wallin & Nordstrom shoe 
store, one of the oldest and best 
known retail footwear establish- 
ments in Seattle, was held Sept. 17 
and 18. The store is located at 1422 
Second Avenue. Display windows 
were completely remodeled and racks 
and ladders removed from the in- 
terior. With the enlarged floor 
space, the sales force has been aug- 
mented, and a hosiery department 
with a woman attendant added. 
Ladder racks were replaced with a 
balcony around the entire salesroom. 
From the mezzanine floor all. wares 
on the two decks of shelves can be 
reached without the aid of ladders. 
A complete stock of women’s hosiery 
is now carried. The firm of Wallin 
& Nordstrom consists of C. F. Wal- 
lin and J. W. Nordstrom. A branch 
establishment is maintained at 4333 
University Way, in the University 
district. 












WA Latest Styles at 
Popular Prices 
in Stock  . 
ST.~NEW YORK 














Studded Heels 
sana va ad 














“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 


: 
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FRAGCE MARK AEC. U.G. PAT. OFFICE 


Send for catalog of 
Play Footwear 
for Children and 

Grown-Ups Carried 

In-Stock 


an are er =>: magelt samen, expertiy made, of best 


BERKSHIRE (2er<.. Holliston, Mass. 


Pacife Coast Office, 2015 Shattuck- Ave., Berkeley, Oat. 
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Officially adopted 
terials and with 
superb  fittin 
Fp Applied 
tS ) to use for 
( practice. 
Ik ie Send for Samples. 
We advertise your territory 
( for you. 
those who know and want the best . . . either 
upon the American or European plan . . . 


le off. by the Interna- 
[/b +f Ie of Mast er ‘2 ‘ot 
( see ete 
a [ | of the finest ma- 
ran qualities an 
Laety ap bench 
We ‘also make a 
new BALLET 
SLIPPER COVER 
in | © \ \\ Se 
Ne Vs Yo wrk 
ATLANTIC CITY 
Preferred—in Autumn and all seasons—by 
and sensible rates withal. 
Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V.-President 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circtilation has 
solved this lexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
st > ie he, ie on ore The darkness 

is dispe lied and bright light of verified facts takes 
ina Goes | coe oa ol find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. ier temeds ae collet ty Go duit 
Bureau of Circulations. 








Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a-trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is F ifty Cents 
(Cash with Order) 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 
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CHANGES IN BUSINESS 


BOOT AND SHOE RECORDER 118 








CHIcaGo. ILtL.— Karlson Shoe Co. 
(11145 Michigan Ave.), shoes incor- 
porated with authorized capital of 
$20,000. 


Kokomo, INp.—Geo. L. Bonham, 
shoes, admitted son; now trading as 
the Shoe Market. 


ELwoop, IND.—John Flaherty, shoes, 
sold out to Edna M. Richeson. 


BosTton.—Charles A. Morin Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $180,000. 


LYNN, Mass. — Peter’s Shoes, Inc., 
shoe manufacturers, recently incorpor- 
ated. 


Shoe Products, Inc., shoe manufac- 
turers, recently incorporated. 


SALEM, Mass.—Salem Stitchdown 
Shoe Co., shoe manufacturers, reported 
recently commenced business here. 


LANSING, MicH.—Haspas Bros. (220 
N. Washington Ave. and E. Lansing, 
Mich.), shoes, etc., dissolved partner- 
ship; each continues alone—N. D. 
Haspas at E. Lansing, P. D. Haspas at 
220 N. Washington Ave. 


BRECKENRIDGE, MINN.—John T. Wil- 
son Shoe Store, shoes, store now closed. 


ALBION, NEB.—Lowenberg & Buck, 
shoes, incorporated with authorized 
capital of $10,000. 


BROOKLYN, N. Y.—Aetna Shoe Corp., 
shoes, incorporated. 


NEw YorK Ciry.— Poll & Hirsch- 
mann, shoes, etc., incorporated with 
authorized capital of $5,000. 

Arch Fame Shoe Co., shoes, incor- 
porated with authorized capital of 
$20,000. 


Herman Eckers (3053 Third Ave.), 
shoes, reported selling or sold out. 


Kay’s Snappy Shoes, shoes, incor- 
porated with authorized capital of 
$10,000. 

Wm. Morgan & Sons (14 Cortlandt 
St.), gent’s furnishings, reported will 
discontinue shoe department. 


CLEVELAND, OnI0.—Intrater Shoe 
Co., shoes, etc., incorporated with au- 
thorized capital of $20,000. 

Dover, OnI0.—Kreiter & McMillan, 
shoes, etc., dissolved partnership—suc- 
ceeded by N. D. McMillan. 

FARMVILLE, VA.— Weinberg Bros. 
(“The Hub”), shoes, ete., dissolved 
partnership. 

KENOSHA, Wis.—Wilfred H. Halle 
(“Interline Shoe Store”), shoes, sold 
out to Cinderella Boot Shop, Inc. 


Business Reverses 


Corona, CALIF.—H. L. Lyman, shoes, 
ete., reported assigned. 
TURLOCK, CALIF.— Murray .Simon 
(Simon’s Bargain Shoe House), shoes, 
etc., reported petitioned into bank- 
ruptcy. 
BRIDGEPORT, CONN.—Viola V. Older- 





shaw (1297 Stratford Ave.), shoes, etc., 
reported petitioned into bankruptcy. 

HARTFORD, CONN. — Joseph Kelman, 
reported petitioned i 
bankruptcy; reported offering to com- 
promise at 25 per cent. 

St. CLoup, Fia.—Scofield’s (H. C. 
Scofield, Propr.), shoes, etc., reported 


ATLANTA, GA.—W. A. Day (65 S. 
, Shoes, reported petitioned 
into bankruptcy. 

Fort VALLEY, 
etc., reported petitioned 


, Itn—David J. 
(351-353 E. 69th Street), shoes, etc., 
reported assigned. 
Adolph Pikofsky 
Street), shoes, etc., reported assigned. 
, Itu—Esper Saieg, 
genta petitioned i 


(3104 S. State 


Harsor, INnpD.—Abraham 
A os (3732 Main Street), shoes, etc., 
reported meeting of creditors 


BALTIMORE, Mp.—Abraham_ Green- 
berg (Buck’s Army & iy Stores, 
Wash. Blvd.), 
petitioned into bankruptcy. 

Boston.—L. A. Lewis & Son, leather 
and shoe findings, reported petitioned 
into bankruptcy. 


Jacob Sandler (2052 Washington 
Street), leather and findings, reported 


petitioned into bankruptcy. 

Holstein’s Shoe Store (626 Wash’n 
Street, Dor. Dist.), shoes, and repair- 
ing, reported assigned. 

GLOUCESTER, Mass. — Emanuel 
reported assigned. 


HAVERHILL, Mass.—Langlois 
shoe manufacturers, 
offering to compromise at 25 per cent 


LAWRENCE, Mass.—John M. Klara 
(Pewee Shoe Store), shoes, reported 


Ware, Mass.—E. Kaplan peta Co. (also 
branches), shoes, ete., reported 
tioned into bankruptcy. 


Laconia, N. H.—L. Swartz (Boston 
Shoe Store), shoes, reported petitioned 
into bankruptcy. 


ERSEY 
(723 Newark ‘Ave.), shoes, reported 
petitioned into bankruptcy. 

BROOKLYN, N. Y.—Trinity Shoe Mfg. 
Co., Inc. (1 Carlton Ave.), shoe manu- 


facturers, reported 
: receiver ap- 


Aneweabean, N. Y.—Joseph H. Eisen- 
berg (Eisenberg’s Shoe Store), shoes, 
offering to compromise at be per cent. 







bankruptcy, 
pointed. 


Wm. De Stefano (713 Morris Park 
Ave.), shoes and repairing, reported 
meeting of creditors scheduled. 


BuFFALO, N. Y.—Norman L. Ells- 
worth (2167 E. Seneca St.), shoes, étc., 
reported assigned. 


POUGHKEEPSIE, N. Y.— Richmond 
Boro Shoe Mfg. Co., Inc., shoe manu- 
facturers, reported meeting of cred- 
itors was scheduled. 


FAYETTEVILLE, N. C. — Bennett-Gar- 
rason & Co., Inc., shoes, reported peti- 
tioned into bankruptcy. 


WINDBER, Pa.—J. Joffee, shoes, etc., 
reported petitioned into bankruptcy. 


PITTSBURGH, Pa.— Joseph Graziano, 
shoes, reported petitioned into bank- 
ruptcy. 

West ELIZABETH, Pa.—Abe Danen- 
berg, shoes, etec., reported petitioned 
into bankruptcy. 


Fort WorTH, TEx.— Moore-Benton 
Shoe Co. (411 Houston St.), shoes, re- 
oe meeting of creditors was sched- 
uled. 


RICHMOND, Va.—Willard & Parkin- 
son (25 Brookland Park Blvd.), shoes, 
reported receiver appointed. 


HUNTINGTON, W. VAa.—Homer F. 
Wise (Wise’s ‘Boot Shop a) sneas, Oa 
ported petitioned into bankruptcy 


reported receiver ap- 


New Shoe Stores 


I. M. Miller, Vernon Ave. and 
Broadway, Los Angeles, Cal., shoe de- 
partment. 


Newark Shoe Store, 705 Central 
Ave., St. Petersburg, Fia. 

O. A. Blevins, English, Ind. 

Wm. Peddle, Everett, Mass. 

Clarence W. Kelsey (Kelsey Binge 


Shop), 160 Steere. ae St., 
hamton, N 


Broadway iecelaalie 217 Smithfield 
St., Pittsburgh, Pa 


Chain Store Buys Arnstein’s 


KNOXVILLE, TENN.—Leonard Fitz- 
patrick Mueller Stores Co. has pur- 
chased the Arnstein department 
store here. Arnstein’s has been in 
business here for 35 years. The 
building which they occupied con- 
sists of seven stories and a base- 
ment. Leonard Fitzpatrick Mueller 
Stores Co. will occupy four stories 
and the basement and will make the 
three top floor available for offices. 

The Leonard Fitzpatrick Mueller 
Stores Co. operate stores at Tampa, 
Mobile, Birmingham, Montgomery, 
Atlanta, Macon and Jacksonville. In 
Winston-Salem the concern has se 
cured a lease for a three-story build- 
ing which it remodeled and moved 
into Oct. 15. Spencer Ladd is shoe 
buyer for Leonard Fitzpatrick Muel- 
ler Stores Co. eee 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 

on Monday of the week of publication in order that advertisements be published same week. 
Otherwise i i ill be put over to the following week’s issue. 

When advertisers desire answers to come in 
twelve words must be allowed for address. 
vertisers desire replies forwarded direct to their 
each word of their address must be counted in 


4c per word. Minimum Charge 75c. 
vertisement and paid for accordingly. 


ALL OTHERS 
7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











WANTED 


Resident salesmen for each of 
the following cities and sur- 
rounding territories: 


Cleveland 
Detroit 
St. Louis 


To sell a line of men’s and 
boys’ popular priced style welts. 
Apply in writing, giving full 
record and references. 


GODING SHOE CO., 
Paris, Illinois. 


$5,000 NET PER YEAR 


One of the most successful Milwaukee manufacturers of men’s shoes has 
several territories available—three in the South, one in the Middle States, 
two in the North. We want character salesmen with experience and ability 
to sell our merchandising helps with the shoes. Our selling plan is a knock- 
out. Our Young Men’s Styles are setting a fast pace, making it possible for 
salesmen who know how to work to earn $5,000 a year net. Send photo- 
graph, four references, past two years’ sales records. Compensation accord- 
ing to your ability. Quick action necessary. 








Address C-420, c/o Boot & Shoe Recorder 
207 South Street, Boston, Mass. 








MICHIGAN INCLUDING 
DETROIT 


A live salesman can make money with 
our line of stitchdowns and growing girl's 
welts made in Milwaukee. Commissions 
are attractive and line Well known. 
Address 28, care Boot and 
Shoe Recorder, 189 W. M 
St., Chicago, 1il, 


An unusual opportunity for a first-class salesman 


desiring a money-making sideline or full time proposition selling nationally 

advertised Bob Smart snappy, young Men’s shoes. 

Have following states open: 
Wisconsin 
Michigan Arkansas 
Minnesota Louisiana 
Kansas Mississippi 
Iowa Alabama 
Western New York South Carolina 
Eastern Pennsylvania Montana 

Bob Smart Dress Welts priced to retail at $4.00, $5.00 and $6.00 are rapidly 

gaining reputation of being the leading line in these grades. Only real 

producers with records of successful selling experience will be considered. 

pt Reece oo details and references. All applications will be held strictly 

confidential. 


BOB SMART SHOE CO., MILWAUKEE, WISCONSIN 


South Dakota 
North Dakota 


Idaho 

West Virginia 
Maryland 
Delaware 


Oklahoma 








PITTSBURGH and 
EASTERN PENNSYLVANIA 
Hustling salesman acquainted in this 
territory for h grade line of stitch- 
downs and growing girl’s welts. Attra 
tive commission proposition. This line is 
the it in Milwaukee. 
re Boot and 


ce MM a ee oe ee ee oe mee pe LD 

















b rndi beri oagrane 4 Seienee ourr plies 
on retail shoe trade. s D—s. ; H 

lishers and cleaners. Exclusive territory. way ee Se eee bet 

iberal commissions. Industrial Laboratories, Louisiana, Missouri, Nebraska 

Inc., Department S, Wallaston, Mass. Prefer men who reside and have headquarters 
in larger cities in these states. Line consists. 
of fast selling women’s novelty McKays, priced 
at $3.15 to $4.50. Liberal commissions and 
wonderful proposition for men of proven abil- 


WANT SALESMEN FOR BEAUTI- 
FUL LINE, AST REPEATING 
INFANTS’ FLEXIBLE TURNS. 
To carry as side line on straight commission 
basis. 24 numbers—all in stock. No un- 
packing. Instant display on opening case. SALESMEN WANTED — HOSIERY: Side 
Choice territories. References, first letter. line, condensed samples. Full fashioned. low 
SCHUYLKILL SHOE CO. priced, well-known Chicago line. Immediate 
Orwigsburg, Penna. delivery; commission basis. Live salesmen for ity. References must accompany ai petiention, 
Central, Southern, Western States. Give all otherwise will not be considered. SHU. TILES, 
details. Address C-432, care Boot and Shoe INC., 1330 Washington Ave., St. Louis, Mo. 
Recorder, 189 W. Madison St., Chicago, III. » 


SALESMEN WANTED—Real producers in 

- ieee | Ne 

ork, Pennsy , Michigan io, Indiana, ; . 

Iowa, Nebraska, Montana, Kentucky, Texas, the a! “yg 1g Minciostent M 
Arkansas and Louisiana. We are manufac- Rebraska, ennessee. Liberal commissions an 
turers of one of the oldest lines _o ‘OU; fa, wonderful proposition for men of proven abil- 























dress oxfords and 


SALESMEN WANTED—Real producers in 
the following territories: Minnesota, New 
York, Pennsylvania, Michi i 
Iowa, Neb 


shed EC 
need apply.. Address C-414, care 
Shoe Recorder, 189 W. Mad St. 


line. BIG 
Established territory—only live need 
apply. Address C-433, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 
SHOE SALESMAN WANTED of experience 
to handle a well-known jobbers line on salary 
or commission basis. Territory available in 
Massachusetts, Maine and Vermont. Address 
with reference this office. Ad- 
dress C-436, care 7 


South St., Boston, Mass. 





ity. Line consists of one price fast selling 
women’s novelty Shoes at References. 





must accompany spe, otherwise will not 
be considered. SPECIAL SHOE COMPANY, 
1332 Washington Ave., St. Louis, Mo. 





ALESMEN for M North and South 
Sg ge op mae tg © Fa 


McKaye, Lageings, State territory you vate 
Shoe & Legging Com~ 
pany, wn, Maryland. 
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SALESMEN WANTED 





FOR RENT 


FOR RENT 











SALESMAN— Experience for New York and 

Connecticut territory for Jobbers general 

line to retail trade. Address C-421, care Boot 

— Shoe Recorder, 207 South St., Bos Boston, 
ass. 


SALESMAN for Georgia. Travel by auto. 
Stitchdowns, McKays, Legsings. State ter- 

ritory you are covering. gerstown Shoe & 

Legging Company, Hagerstown, Maryland. 











POSITION WANTED 








POSITION WANTED 


Experienced Salesman and Sales Manager 
with broad experience in women’s high 
grade shoes will be at liberty soon, owes 
to the liquidation of the house with 
which he has been connected for several 
years. Knows styles, lasts and other 
Howe phases of the shoe manufac- 
turing business. Is personally acquainted 
with many of e larger buyers. Has 
—- handled a corps of twenty 

salesmen; also — * amas adver- 
tising pe stock departm 


For further details, address 
-411, care of 


The Boot and Shoe Recorder 
207 South Street, Boston, Mass. 











S ITUATION WANTED—Shoe Salesman with 
following in New York City, New York 








FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-423, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 





RIE, PA.—City of 132,000 population with 
600 diversified industries. am offering 
in this city an absolutely 100% location at 
reasonable rental. Information and map of 
business district will be sent on request. P. 
. CUNNINGHAM, 704 Palace Bldg., Erie, 








LINE WANTED 


A SHOE Line desired by energetic, young 

man, 35. Thoroughly ex Ss ced salesman 
for greater New York. dress C-416, care 
Boot and Shoe Recorder, 9th floor, 239 W. 
39th St., New York, N. Y. 











WANTED TO PURCHASE 








Sell Us Your Left Over 











State and New England Stat tes, P 12 
years’ sales experience on men’s and women’s 
medium priced shoes,. desires connections with 
a progressive manufacturer. Address C-425, 
care t and Shoe Recorder, 207 Sowmh St., 
Boston, Mass. 


ETAIL SALESMAN—One who has had 

several years’ experience and is a good 
window trimmer and card writer. Can also 
handle the advertising. Would like to 
connected with a live shoe store that I ma 
prove my ability as a business Ad- 
dress C-426, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Til. 


XPERIENCED SHOE MAN, young, ener- 

getic, fourteen years’ retail, two years’ road, 
Women’s High Grade Shoes, wishes position 
as Manager, Buyer or Charge of Orthopedic 
Department. Best references. Address C-431, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 


F OREMAN—Expe perienced in manufacturing 
staple lasted sandals—children—and canvas 
Can establish a new 











shoes desires position. 


Tennis Shoe. Good schooling. Speaks fluently 
French and German. Address Jean Ott, 191 
Steuben St., Brooklyn, N. Y. 








FOR SALE 





W ANTED—Line of children’s, misses’ and 
growing girls’ welts or McKays for New 
York State. Or live women’s line. Have the 
following. Address C-438, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





A WELL connected and long established sales 
concern in St. Louis desires a good line of 
Shoe Factory Supplies and Leather for the 
Middle West. Over 10 years’ experience. Ad- 
dress C-437, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





LIYE Wire Salesman now selling volume —_ 
Central and Western at ae for 

able line ates, November Ist. Nadress 424, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Open for Side Line 


A salesman with a following New 


York State, ge Mg shoes, is 
‘of women's 


Address C-410 
care Boot and Shoe = 
207 South Street, Boston, Mass. 

















FOR RE age shoe store, Elmira, 


N. Y. or without stock. Reply 
ROSEMAN & Co. Elmira, N. Y. 





FOR SALE—An_ established fitable shoe 
business in Toledo, Ohio. $45,000 

Rental $125 monthly. ill sacri- 
fice. Address C-418, care Boot Shoe 
Recorder, 207 South th St., Bost Boston, 


BIS. repeater shoe agency. Best central dis- 
trict Los Angeles. Six year lease, $309 
month =o value. Have —e fine busi- 
ness. $50,000. Requires $30,000 cash. No 
agents. Address C-435, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR SALE—Shoe store and ee or will 
lease building. Good chain 
store. Up-to-date fixtures. wner retiring on 





account 0: For particulars write C. os, 
783 Bergenl Ave., West New York, N. J. 
FOR SALE — Shoe store in So. Indiana. 

,000 stock and we Good_ location. 


Good for practical shoe man. 
Address C-429, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





OR SALE—Complete outfit 
F store including 
side show window 
877 ‘Manhattan Ave. Brooklyn, N.Y. 


opera cha’ cash and wrapping 








HELP WANTED 





Manager to handle fifteen 
men selling line of Calf Skin Welts at 
located 


ae =. Address ag] care Boot and 





Mane ace: WANTED for retail store of 
sete jn New York City Spidered. I 


stati C-434, care Boot and 
sting ages. Adirene C434, care Boot and 


WANTED TO PURCHASE 











Soe 


CASH PAID 


tor entire shoe stocks or 
shoes or other — 
quantity. Prompt attention given. 


& 














CASH PAID | 


















pe Ga 
WINDOW 
DISPLAY FIXTURES 


 |SEGALLESONS 


_ 983 ARCH ST. 
PHILADELPHIA, PA. 




















Meee Semtras sat seen 
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MISCELLANEOUS 





MISCELLANEOUS 











ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE om WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
ag YOU. 


Ww. FOLLIS ADVERTISING SERVICE 
159 NN. STATE STREET CHICAGO 

















Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
en Coa 


Tr ing Oscan Oscar Onne 
tiw. FOURTS $F. 
SIN CINNAT?!, O 


moral otorse oor. on ne 







































\ yi 
The big H-W line 


of shoe store chairs 
covers all seating 





needs. Investigate 
our free seating 
service. 


Heywood Hiahefield 














Milbradt 
Ladders 


made for 40 years 
by the origina] in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








Metal Shoe Fitting Stools 
and Floor 
Mirrors 







Ne. 141 


write fee THE CHICAGO 


and Price, WIRE CHAIR CO. 


621 N. Le Salle Street, Chicage, fi. 














ESTABLISHED 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


23-271 LEXINGTON AVE. BRODKLYN, NY. 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 








Shoe Carton 


Labels 


a 
977/170 
Sil 











MISCELLANEOUS 














Large Assortment of 
Brocades 
Imported Cut-Steel Buckles 
Domestic Rhinestone 
Buckles and Heels 





S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 











A Step Ladder Display 
of Slippers 


A simple and inexpensive way to 
show Christmas slippers occurred to 
a shoe man out West. It was sug- 
gested by seeing the old step ladder 
in the stock room. This shoe man 
had been puzzling his brains over a 
new and novel display that would 
not cost him a lot of money. This 
is his plan. 

Take the old wooden step ladder 
and stand it near the front door in 
a space that is not badly needed and 
at the same time where it will be 
seen by every one entering or leaving 
the store. 

Cover or drape it with cheese cloth 
or crepe paper in bright colors. 
Cover it entirely so that none of its 
wooden parts, metal hinges or braces 
will show. 

Place the Christmas slippers on 
the steps, about three pairs to each 
step. Arrange the colors of slippers 
in a manner that will not clash. 
Avoid putting inharmonious colors 
next to each other. Start at the 
bottom step with the heavy, or 
darker colors, and grade’ up to the 
brightest at the top. If you are in 
a cold climate you may show heavy 
arctics, overshoes, rubbers, and even 
felt boots at the bottom. 

Further ornamentation of the 
ladder may be made if desired by 
tacking on some paper flowers, 
poinsettias, or holly.- Use your own 
originality in this. Make the dis- 
play as" bright as you can. Brilliant 
colors get attention at Holiday time. 

Attach a price tag to each pair of 
slippers shown. Make this tag big 
enough and plain enough that it may 
be read at a glance. Slippers should 
sell themselves. The profit in such 
merchandise is in the volume and 
quick selling. 

The advantages of such a display 
are plainly seen when one considers 
the amount of time usually given to 
showing holiday slippers. 
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Two Outstanding 
Shades 


that are today being built into the 
finest of men’s footwear. 





No. 108—An attractive shade of light 
yellow tan. 


MECCA—A pleasing shade of me- 
dium brown. 


LOTUS CALF is a boarded leather 
that is widely imitated but never 
equalled. 


Swatches cheerfully submitted. 


EVERY YEAR A CALF YEAR 


PFISTER & VOGEL | EATHER Go. 
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No. 559-—CADET 
Black Calf Kew 
Lace Oxford 
B, 6 to 11 
© and D, 5 to 11 
Price $5.50 


ICHEVER is best adapted to your 
need to satisfy a customer or to “‘fill in”’ 
your Packard stock from our complete 


IN-STOCK 
ac DEPARTMENT 
nd D6 ts Packard Shoes shipped from stock are billed 
the same as goods made to order. You pay 
no premium on the use of the Packard 
IN-STOCK Department. Use it—freely. 


M. A. PACKARD COMPANY _ {| 
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Window Cards 


that say 
“Come in” 
and 
make folks “BUY” 
as they 
Pass By 


° 





New! RECORDER SHOW CARD 
The Different! SERVICE 


Beautiful Art Leather Frames—Monthly Card Service 
YOUR STORE NAME HAND-LETTERED ON EVERY FRAME 





we an Uniti FOR LARGER WINDOWS SEND ME IN TODAY 


$ 00 R MONTH 
Buys a 4= PE 0 COUPON 


Monthly Window Show Card Service 


Beautiful. Hand Designed Blank 
—— my Designed — Art Mat 1 Card Inserts Price Recorder Show Card Service, 
at Card Inserts Price T Room 607, 189 West Madison St. 
Frames Each Month Tickets Frames Monthly + ickets Chicago, Tu. ° 
and the Please enter our order for the RECORDER 
and the ‘ee oe Lge one year 
R DER NTHLY ANDISI from Ss date. e agree a 
RECORDER MONTHLY MERCHANDISING makes pete aps ” $3.00 per month for this —" om 
BULLFTIN We carry Men’s, Women’s and Children’s 
$30.00 Per Year if Paid in Advance $45.60 if Paid in Advance Shoes and Hosie-y. 
(Cross out lines not carried). 


We prefer the (Grey) (Green) Art 


ORDER NOW! settee eat ek, on sale aauek a 

A copy attached to this coupon. 

The Recorder Show Card Service ‘ies aye Bae 
Room 607, 189 W. Madison St. Ghly. ka lcjicuhs debited eee als 


CHICAGO ILLINOIS ante 5 kes gies de deww Rigas «is xe Cea 























